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BOARD ORGANIZATION 


Representatives of Outside Companies 
Operating in This State Hold Meet- 
ing Here To-day. 


DISCUSS FIRE RATE QUESTION. 


Insurance Department Has Given Non- 
Association Companies Until June 
1 to File Schedules. 


An important meeting of the non- 
association fire insurance companies, 
operating in New York State, will be 
held to-day (Thursday) at No. 21 
Liberty street. At this gathering will 
be considered the question of fire in- 
surance rate-making. It will be re 
called that before retiring from office, 
Superintendent Emmet, of the New 
York Insurance Department, notified 
non-board companies that they would 
have to file their schedule of rates by 
March 1. The companies pleaded for 
more time and the date was changed 
to June 1. The non-association compa- 
nies held a meeting at which President 
Edward L. Ballard, of the Merchants 
Fire Assurance Corporation, presided. 
A committee was appointed consisting | 
of Lee Elliott, of the Ohio Farmers; | 
Fred Decker, of the Starkweather &| 
Shepley companies; John J. Sharkey, 
of the Northwestern National; C. S.| 
Conklin, of the Assurance Company of | 
America; and N. A. Weed, of the Teu-| 
tonia, of Pittsburgh. 

The non-association companies hav3 | 
contended that it is not required of| 
them under the New York rating law to| 
file individual schedules of rates; that 
the law is only applicable to rating 
organizations. If the insurance depart- 
ment insists that every company not 
a member of a rating organization file 
its own rates one element believes 
that the non-board companies should 
form an organization of their own. 

Another faction will join the Under- 
writers Association of New York State. 
The non-board companies- wiil watch 
to-day’s conference closely and not take 
action until they see what is done. ~ 








JOINS STATE ASSOCIATION. 

Globe Rutgers and the Globe Under- | 

writers Sign Membership 
Pledge. 





Application for admission to the Un-| 
derwriters Association of New York 
State, has been made by the Globe- 
Rutgers Fire and by its annex the Globe | 
Underwriters. The Company will be! 
represented in the Association by J. H.| 
Perry, while H. C. Hill, of Williams-| 
port, will speak for the Globe Under-| 
writers. 

| 
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BENEFICIARIES GET 
ON “SUCKER” LISTS 


Through Publication of Claim Pay- 
ments, investment and Mail-Order 
Sharks Reap Rich Harvert. 


MAY HOLD THESE CONFIDENTIAL, 


Belief Growing That Companies Should 

Not Expose Patrons to Risk of 

. Losing Policy Benefits. 

There is a growing belief among 
the life insurance companies that steps 
should taken to protect policyhold- 
ers their from the 
sharks who 
published of claims 
gold of easy 
The claims lists of the compa- 
eagerly sought after by all 
kinds of fake promoters and mail order 
from this source 
profitable additions 
lists. 


be 
beneficiaries 
investment 


and 
operations of 
find the 


paid, a 


in lis‘s 


veritable mine 
money. 
nies are 
who get 
the most 
sucker” 


schemers, 
some of 
to their 


Payments Widely Advertised. 


It has never been the custom to re 
gard a death claim or a matured en- 
dowment as confidential information. 
Usually, lists of these payments by the 
companies are published and scattered 
broadcast over the country with the 
idea that they are the best possible 
kind of advertisement and give the 
company prestige as well as being 
fruitful of much new business. One con- 
sequence of this practice has been to 
place in the hands of every schemer 
who took the trouble to ask for one, 
a list of all persons who have received 
claim payments from the companies. In 
this way the companies have been in- 
strumental in exposing their patrons 
to the wiles of an army of sharpers, 
although, of course, quite innocently 
| enough 


Consider information Confidential. 

The question now is being raised, 
whether the companies do not owe it 
to their policyholders to keep confi- 
dential all such information. When a 
policyholder purchases insurance pro- 
tection for his famliy, and the policy 
becoming a claim, the company adver- 
the fact that the widow has re- 
ceived a large sum of money, the com- 
pany in which the policyholder placed 
his confidence has been the possible 
means of jeopardizing that protection 
which the policyholder looked to it to 
furnish. The argument has been ad- 
vanced that there is a moral obliga- 
tion on the companies to take every 
precaution to keep that protection in- 
tact in far as it may reasonably 
I considered within their province. 


tises 


sO 


be 


Makes Sharpers Work Easier. 

The income form of policy which has 
become very popular would not offer 
the same dangers, although they exist 
just the same, but the proportion of 
income policies is not large enough to 
be a consideration in this matter of 
protecting the policyholders and their 
beneficiaries. Many companies make 
a practice of issuing frequent bulletins 
| giving in detail the names, addresses 
|and even street numbers of policyhold- 

(Continued on page 7.) 
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PHOENIX MUTUAL MEN 


of their profession should be the only agents to receive Benefit by the Issue of Phoenix Mutual Policies 








WHO ARE 





MAKING A LIFE 


The Company has terminated the contracts of a Considerable Number of Men who carried rate books in 1912. 
While their business in the aggregate amounted to a considerable sum, it did not mark the men producing it as 


REGULAR PHOENIX MUTUAL WORKERS 


or warrant the Company in incurring the expense of training them, for their chief interest was some other business. 


Phoenix Mutual Life Insurance Company 


OF HARTFORD, CONN. 
JOHN M. HOLCOMBE, President 
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DEFENDS YOUNG COMPANIES 


ANSWERS BEST’S STATEMENTS. 





M, M. Heptonstali Discusses Cost of De- 
veloping New Companies—Not Too 
Many Companies. 





M. M. Heptonstall, president of the 
Prairie Life of Omaha, which he says is 
“about the youngest, of the young com- 
panies,” has issued an open letter to 
A. M. Best, ef New York, in which he 
declares that Mr. Best is unfair to the 
young companies in his statements con- 
cerning the cost of their development. 
Mr. Heptonstall’s letter follows: 

“You ask me to indicate in what par- 
ticulars your pamphlet ‘Cost of the De- 
velopment of New Life Insurance Com- 
panies’ is unfair to young companies. 

“With some diffidence, as president 
of about the youngest of the young com- 
panies, | approach the subject. My own 
limited experience should possibly deter 
me from attempting to criticise any- 
thing so old a_publisher might put out 
over his signature, 

“However, I have given your pamph- 
let some study and believe the follow- 
ing suggestions ought to satisfy you 
and your readers that even a man of 
small experience in the executive man- 
agement of a life company can, ‘without 
much difficulty, demonstrate your un- 
fairness. 

“At the outset 1 note that you would 
‘emphasize the necessity for the speedy 
enactment in all the States of legislation 
limiting the amount which life insur- 
ance companies may expend in obtain- 
ing business. The black face is your 
Own. 

“I submit that such enactments in the 
legislatures would seriously handicap 
the young companies. 

“It is in keeping, however, with your 
continual criticism of the preliminary 
term method of valuation. 

“I undertake to say that there is not 
a New York company doing business in 
the State of Nebraska which does not 
pay out more to its agents for the busi- 
ness they produce than is paid by any 
young company in this State for a like 
or proportionate amount of business. If 
it is extravagance for the young com- 
pany to pay out $25,000, in commissions 
to produce $1,000,000 of business, is it 
not likewise extravagance for a com- 
pany with a limitation upon its percent- 
age of commissions to pay out the 
same or a greater sum in clerk hire, 
office rent, bonuses and the like to pro- 
duce a like amount of business? 

“In this connection J refer to a state- 
ment in the New York Observer of 
October last which recites as a fact 
that the life companies doing business 
in New York spent $26,358,284 in writ- 
ing new insurance, though the total 
loading for expenses received was but 
$12,108,350. 

“How would you have the young com- 
pany in this State meet the old com- 
pany in the competitive field if the New 
York statutory limitations were en- 


forced in Nebraska? 


Why do you arbi- 


trarily list in your pamphlet the twelve} 


companies organized in 1905 and the 
fifteen companies organized in 1912? 
ls it because six of the former were 
reinsured and because none of the fif- 
teen organized in the latter year had 
been in existence long enough to make 
one full annual statement? By-the-way, 
your pamphlet gives names of 
eleven companies for 1905. 
The Going Companies. 
“To be fair and show actual experi- 


but 


ences would it not have been impartia! | 


at least to have taken the going com- 
panies who have been in the field five 
years? 

“Take the eleven companies organ- 
ized in 1905, of which six are gvuing 
institutions, solvent and_ successful. 
Two never wrote any business and 
three were taken over by other com- 
panies. Would it not be fair to inform 
your readers that the American Na- 
tional of Galveston, the Beneficial of 
Salt Lake City and the Commonwealth 
of Kentucky write both ordinary and in- 
dustrial policies and that two of 
three are paying stockholders dividends 


the | 


and that they are remarkably success- | 


ful? Would there be anything out of 
place in commenting on the fact that 
the Lincoln National of Fort Wayne, the 
smallest of the six 1905 companies, with 
only $8,600,000 of insurance in force, 
has paid dividends to stockholders for 
four out of the five years preceding De- 
cember 31, 1912? Would it have been 
improper to have remarked that the 
Cclorado National was bought by a 
Boston company at a figure which was 


no indication that its stockholders were | 
forced to sell and that the stockholders | 
of the Greensboro Life were benefited | 


by the consolidation with the Jefferson 
Standard? Should you not state also 
that the American of Tampa collected 
no surplus from stockholders but at- 
tempted to write full reserve business 
without surplus? 

Record of 79 Companies. 

“Permit me to call attention aiso to 
the manifest unfairness of your figures 
for 1906. Of the companies organized 
in that year, twenty-two are doing a 
successful business in this year of our 
Lord and not one of them is aenemic. 
Fifteen of these were paying dividends 
to their stockholders at the date of your 
attack. Only one of the entire thirty 
went into the hands of a receiver and 
of the twenty-two in business at least 
seventeen are as certain to continue 
doing business as Alfred M. Best Com- 
pany. 

“Taking next the companies organ- 
ized in 1907, when twenty-six new Rich- 
monds entered the life insurance lists, 
what do we find? Only one went into 
the hands of a receiver, eight went out 
of business by reinsurance or otherwise 
and seventeen are doing business to- 
day. Of these seventeen, four have not 
yet passed the period of uncertainty, but 
an even dozen are recognized as fixtures 
in their several communities and are 
on the highway to conspicuous success. 
Finally, what of the companies-—twelve 
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INDIANAPOLIS 
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ELEVEN MILLION DOLLARS 
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of them which were five years old or 
thereabout December 31, 1912? Hight of 
these are in business and four of the 


eight earn and pay dividends. Four 
have retired, two by reinsurance 
mergers. 


“Now, Mr. Best, will you not agree 
that the record of the 79 companies or- 
ganized in 1905-6-7 and 8 is something 
phenomenal? These companies are 
now from five to eight years of age and 
fifty-five of them are active competitors 
in the most competitive field of com- 
mercial activity in the world. Only 
two of the entire number have taken 
the receivership route to the boneyard 
and where mergers have been made the 
stockholders have generally fared well. 
Can you show equally as satisfactory 
a record during the same period with 
the same number of corporations in any 
other branch of business? 

“Granting that there have been ex- 
pensive promotions; admitting that 
some managements have been extrava- 


gant and oihers incompetent; conceding 
that further mergers will naturally 
eliminate some of the remaining fifty- 
five companies, is it fair? 

Companies Five Years Old. 

“Is it strictly honest to gather into 
a table such as you have made up, good, 
bad and indifferent companies and by 
juggling the figures make a general at- 
tack upon all companies organized with- 
in eight years, including in your diatribe 
forty companies which have not enjoyed 
one full year of activity and forty com- 
panies which have gone out of business 
for one cause and another? 

“In my humble opinion an honest dis- 
cussion of the proposition would require 
you to take companies five years of age 
with $5,000,000 or more of business on 
their books as the representatives of 
the class known as young companies. 
You would find something to criticise 
among these, but no life insurance man 
with ordinary horse sense expects 4 

(Continued on page 6.) 
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FRATERNAL MISUSED FUNDS 


CRITICISE GOLDEN SEAL ORDER. 








Insurance Department Examination 
Shows Irregular Practices In Spite 
of Warnings. 





An examination of the Order of the 
Golden Seal of Roxbury, N. Y., by the 
New York Insurance Department shows 
not only a deficit in the general fund 
of the order, but discloses continued 
misuse of the benefit fund for expenses. 
This practice was revealed in the order 
py the department as far back as 1910 
when the officers were warned against 
a continuance of it, but the examina- 
tion shows that an even larger amount 
was taken in the same way the follow- 
ing year and last year over $332,090 
was taken from the benefit fund for ex- 
penses, as against $157,000 in 1910. In 
his report on the examination, John E. 
Diefendorf, chief examiner of fraternal 
and co-operative associations for the 
department says: 

“Some years ago the management of 
this order began borrowing cash from 
the benefit (dividend) fund to be used 
for general expenses. As _ heretofore 
pointed out, this practice should have 
been discontinued. However, the ex- 
amination of 1910 disclosed the fact that 
benefit funds to the extent of approxi- 
mately $157,000 had been so used with- 
out any probability that the general 
(expense) fund would be able to return 
the same. 


Continued Despite Warnings. 


“Jt appears that the by-laws of the 
order were amended in 1909 by which 
the Supreme Council was authorized to 
transfer such amounts from the benefit 
fund to the general fund as may be 
required at any time to cover any de- 
ficiency therein, but at the hearing be- 
fore the Superintendent of Insurance, 
held prior to the filing of the report 
of the examination above mentioned, it 
was understood that the officers would 
cease the further use of the benefit fund 
for expense purposes. It was admitted 
that the general fund could not return 
the cash already taken and, under all 
the circumstances surrounding the mat- 
ter, there was nothing else to do but 
charge off the amount of the total over- 
draft to the dividend certificate holders, 
deducting from each dividend the pro 
rata share of the loss. This was done, the 
result of which, to a large extent, was 
the decrease in the subsequent divi- 
dends. 

“It developed at the next examina- 
tion, made as of January 31, 1912, that 
the management had continued using 
the benefit fund for expenses, and that 
the total overdraft then existing 
amounted to $245,628.50. This amount 
included $200,000 which had been ac- 
tually transferred by resolution of the 
supreme council, of which $105,680 had 
been made up by deductions from divi- 
dends on maturing certificates, leaving 
a balance on this account of $94,320. It 
also included $9,178.80 paid to that date 


for the expense of a thorough audit of 
the order’s books, which the manage- 
ment claimed ought properly to be 
charged to the benefit fund; $7,062.93, 
the then existing ledger deficit; $30,- 
101.06 the balance of accounts receiv- 
able which represented practically a 
total loss; $8,366.69, the amount invest- 
ed in furniture and fixtures, and $97.82 
advances to branch offices. 

“This condition was severely criti- 
cized in the report on this examination, 
and at the hearing thereon the manage- 
ment pleaded for the department’s help 
in readjusting the order’s business on 
new lines, and stated that the running 
expenses of the order would be so ad- 
justed to the new conditions that the 
management could thereafter conduct 
the order’s business within the law and 
use for expenses only the revenues col- 
lected from members for such purposes, 
according to the contracts entered into 
with them. 

“It was impressed upon the officers 
that, under no circumstances, would 
the Department tolerate the further vio- 
lation of the law, and as the result a 
promise was made in writing by the 
Supreme Secretary, Arthur F. Bouton. 

“Despite the above agreement, I find 
that the practice of using the benefit 
fund for expenses has continued, and 
that the total amount so used to date 
is the sum of $332,768.54. Of this 
hmount the sum of $292,442.08 has been 
deducted from dividends of members, 
leaving a balance still unprovided for 
of $38,866.46. As an offset against this 
amount there will be credited to the 
general fund the sum of, approximately, 
$7,425.33, representing assessments in 
process of collection from all classes of 
members on date of this examination.” 


Extravagant Legal Fees. 

Concerning the payment of legal fees. 
the report says: 

“During the year 1912 the order paid 
for legal services and disbursements 
connected with the questions involved 
in the transfer of members from the old 
cash dividend plans, at hearings before 
the Attorney-General and the Insurance 
Department in relation thereto, and in 
connection with the last previous exam- 
ination of the order and the hearing 
thereon, the sum of $10,025.90. Of this 
amount $6,000 was paid to Henry A. 
Yetter, Esq., of Binghamton, N. Y., 
and $4,025.90 to Edward A. Isaacs, Esq., 
of New York city. 

“The total amount disbursed for 
legal services covering the nine months 
of this examination is $3,536.95. This 
includes the regular annual fee of $1,000 
paid the counsel. It also includes $1,- 
108.70 paid from the general fund of 
the Assurance League in connection 
with vending claims. 

“The total amount paid for legal ser- 
vices from January 1, 1912, to Septem- 
ber 30, 1913, a period of twenty-one 
months. is $19,748.54. This amount in- 
cludes $10,000 paid in connection with 
the merger with the Fraternal Life and 
Accident Association of Richmond, Va.., 
and $4.350 with the merger with the 
Assurance League of America. 

“T believe that the payment of moneys 


VALUING PRUDENTIAL STOCK 


FLUCTUATIONS IN RECENT YEARS 








Further Testimony Given Preliminary 
to Mutualization—Policyholders 
Represented. 





Newark, April 15.—Tesimony con- 
cerning the value of the stock of The 
Prudential, preliminary to the mutuali- 
zation of the Company was given before 
the commission yesterday. 

Former Governor John W. Griggs 
and Merritt W. Lane are counsel for 
the policyholders. Robert H. McCarter 
and John R. Hardin are counsel for 
the dissenting minority stockholders. 
Richard V. Lindabury and Edward Duf- 
field are counsel for the Company. Yes- 
terday’s session of the appraisal com: 
mission was the first since a recess 
was taken two weeks ago. 


Witness told that the price of the 
stock has ranged between $390 a share 
and $825 a share, which they gave as 
the present value. 


Julius S. Rippel, a bond broker, testi- 
fied that in 1901 his transactions were 
at a price between $790 and $800 a 
share; in 1902 between $778 and $825; 
in 1903, between $500 and $610: in 1904, 
between $410 and $428; in 1905, be 
tween $400 and $490; in 1906, between 
$390 and $425; in 1907, between $400 
and $700; in 1908, between $420 and 
$460; in 1909, between $540 and $600; 
in 1910, between $410 and $450; in 
1911, between $400 and $458; in 1912, 
between $450 and $491, and in 1913, be- 
tween $500 and $600. He said he had 
sold two shares this year at $800. 

The witness was asked what, in his 
opinion, caused the quotations to drop 
between 1902 and 1903. 

‘It was the merging with the Fidel- 
ity,” he replied. 

“You mean the proposed merger that 
was enjoined in 1902 by the Court of 
Chancery?” asked Mr. Griggs. 

“It was enjoined but it was put 
through in another way,” the witness 
retorted. 

Under cross-examination by Mr. Mc- 
Carter, the witness said the merger 
affected the stock value adversely be- 
cause people didn’t like the idea of 
owning stock in a company controlled 
by another company. There was no 
further testtimony on this point. 

Much of the time at the morning 
session was consumed by argument 
between counsel as to the admission of 
testimony of Mr. McAlpin. He was in- 
troduced as a witness by Mr. Hardin. 

Mr. Hardin explained that he wished 
to prove by the witness that the com- 
pany’s group of buildings in this city 
is worth more than the value placed 





for legal services on this extravagant 
scale is unwarranted by the condition 
of the order, especially in its expense 
fund, taking into consideration the 
nature of the services rendered.” 


on them by the company and carried 
on itg books. To this line of examina- 
tion both Mr. Lindabury and Mr. 
Griggs objected on the ground that Mr. 
McAlpin had not qualified as a real 
estate expert. The commission finally 
agreed to admit the testimony if later 
Mr Hardin would put on the stand ex- 
perts who assisted Mr. McAlpin at ar- 
riving at his figures. 





MASSACHUSETTS BANK BUSINESS 





Insurance Over the Counter Now 
Amounts to $3,373,233—Risks 
Number 8,537. 





The four Massachusetts savings 
banks with insurance departments. 
Whitman Savings Bank, Peoples Sav- 
ings Bank, Brockton; “erkshire County 
Savings Bank, Pittsfield, and the City 
Savings Bank of Pittsfield, now have 
8,537 policies and $3,373,233 insurance 
in force. In addition there are sixteen 
other savings banks which have be- 
come public agencies for this insur- 
ance, or more than 10 per cent. of the 
total savings banks in the State. 

There are numerous public agencies 
in trust companies, social settlements, 
drug stores and other places. More 
than 200 agencies have been established 
in the leading industries of Massachu- 
setts and many of the larger mills, 
factories and shops have brought the 
advantages of this insurance to the at- 
tention of employes. During the past 
month four of the mutual benefit asso- 
ciations, whose death benefits are pro- 
vided for through policies in savings 
bank life insurance, have added 250 
members. 





HOLD MID-YEAR MEETING HERE. 
Executive Committee of National Asso- 
ciation to Take Up Important 
Matters. 








The mid-year meeting of the execu- 
tive committee of the National 
Association of Life Underwriters, 
which takes place at the Hotel Astor, 
New York city, Tuesday, will bring to 
gether the leaders of the association 
and reveal the progress that has been 
made on several important matters on 
which the organization has been work- 
ing. Chief interest attaches to the 
$25,000 fund for institutional advertis- 
ing which is being raised among the 
general agents. It is understood that 
a large part of this has been secured. 
Reports will be made by all commit- 
tees and the officers. 

The executive committee and officers 
will be entertained by the Metropolitan 
Life with a banquet in the Metropoli- 
ton Building Tuesday evening. The 
arrangements are in charge of James 
V. Barry of the Metropolitan Life. 





B. R. Potts has been appointed man- 
ager of Nebraska for the Fidelity Mu- 
tual Life, succeeding Manager Heron 
who was transferred to the Pacific 
Coast. 
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Youngest of the Large Companies 


in the life insurance field, The Prudential ranks second 
among all companies of the world in amount of 


Insurance in Force— Over 2 Billion 406 Million Dollars 
AGENTS WANTED 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated as a Stock Company by the State of New Jersey 





Home Office, NEWARK, N. J. 
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ADVANTAGES OF ENDOWMENTS 


IN THEIR SALE. 





POINTS TO USE 





Ninety-five Per Cent., of Men at Age 
Sixty are Dependent on Earnings 
or Charity. 





Some agents never present endow- 
ments unless there are special consid- 
erations why they should be applicable 
to the case in hand, and others make 
a feature of this form and sell mostly 
endowment ‘policies. One successful 
agent who has made a splendid record 
in handling endowments tells of the 
selling points that he presents. 

“The modern endowment policies of 
Old Line life insurance companies,” he 
says, “unquestionably produce far 
greater benefits and results, all things 
considered, for the money invested than 
any other property that can be bought 
and paid for in yearly installments. 

“An endowment policy is property as 
surely as a piece of land, and in many 
respects is far more valuable. It is 
property that can be sold or realized 
upon whenever desired, and  im- 
mediately. It is property that always 
increases in value but never decreases. 
The cash, loan, and paid up values in 
every policy guarantee this. And most 
important of all, it is the only kind of 
property that a man can leave his 
family that cannot be taken from them 
for debt. 

Greater Education Needed. 

“While it is true that in the United 
States to-day more peopie are providing 
for their own and their family’s futures 
through Old Line life insurance than 
any other form of savings or invest- 
ment, still nine out of every ten men 
do not fully appreciate the real advan- 
tages and benefits of endowment insur- 
ance, or there would be many more en- 
dowment policies carried. 

“In years past, Old Line companies 
have been remiss in not educating the 
public in regard to Old Line life insur- 
ance. Everyone should be made ac- 
quainted with the absolute fairness 
and safety of the basis upon which en- 
dowment insurance is figured. When 
the public thoroughly understands these 
as it does those of the saving banks, 
the demand for endowment insufance 
will greatly increase. 

“The man who sells insurance has 
too often failed to properly present his 
goods. He has been too much of a 
solicitor, and not a creator of desires. 
He has talked technicalities and insur- 
ance terms, which are apt-enough to 
confuse most men. 

“He should translate his policy, its 
guarantees, privileges and conditions 
into the kind of property which his 
prospect thoroughly understands. He 
should compare the benefits and re- 
sults produced by an endowment policy 
with those obtained by the investment 
of a like amount of money in the same 
way in other kinds of property. 

“Suppose any State or city could 
make this offer to its citizens; as a 
means to encourage savings and thrift 
it would sell land or other property on 
yearly installments to be paid up in 
ten, fifteen, twenty or thirty years, as 
the individual might choose, and upon 
payment of the first year’s installment 


a deed for the property would be given 
to the purchaser containing the follow- 
ing guarantees: 

“1. That during the years of payment 
no interest would be charged against 
the deferred payments. 

“2. All profit or rents derived from 
the property during the years of pay- 
ment would revert to the purchaser 
after deducting taxes, repairs, and im- 
provements. 

“3. If the purchaser should die be- 
fore the property had been fully paid 
for, all remaining yearly instalments 
would be cancelled and the property 
deeded to the purchaser’s family or 
estate, fully paid up. 

“If the people of this State could buy 
a limited amount of property on that 
plan, the land offices or agencies would 
be crowded; rich, poor, young and old, 
would make a grand rush to get as much 
property as they could pay for. 

“The modern endowment policy pos- 
sesses every advantage of this offer and 
more—the principal difference being 
that it is cash property, which if any- 
thing, is a decided advantage. 

“Talk to the man who has matured 
an endowment policy and received his 
settlement in cash, and hear his testi- 
mony. He knows its value, and will 
tell you that his only mistake was that 
he did not take a larger amount. He 
will tell you that the money he now 
has would, nine chances out of ten, 
have been spent or lost, or in any event 
not saved, had he not obligated him- 
self to lay aside a certain amount each 
year through his policy. Authentic 
letters and statements prove this. 

Ninety-Five Per Cent. Dependent. 

“Think of it! Ninety-five per cent. 
of the men of this country at age sixty 
are dependent upon their daily earnings, 
their families, or charity, for their sup- 
port. It is safe to say that over half of 
these would not have been in this deplor- 
able condition had they taken endow- 
ment insurance in early life. These men 
will refer you to numerous friends and 
acquaintances who undertook to invest 
all of their own money, and who in- 
sisted they could do better with it than 
Old Line insurance companies—an idea 
so erroneous, yet so generally held by 
men who do not thoroughly understand 
Old Line insurance. Upon investigation 
you will find that these friends and 
acquaintances are nearly all dependents 
in their old age, or that of those who 
died, the greater percentage left their 
families in want. Most men naturally 
believe they can secure better results 
by investing their money themselves. 
Whether they can or not is immaterial; 
the fact remains that ninety-five per 
cent. do not; hence the heavy penalty 
they or their families must pay. 

“There can be no question as to the 
value of other kinds of investments and 
methods of systematic saving; but the 
man who is far-sighted will lay aside 
a fair percentage of the money which 
he saves and invests each year, in good 
endowment insurance, which, in case of 
his premature death, will immediately 
provide the funds necessary to protect 
other investments for his family; or, if 
he lives, will enable him to enjoy 
greater independence and comforts dur- 
ing his declining years. It is the surest. 
safest, easiest and most satisfactory 
way to provide for those two absolutely 
certain events that every man must 
meet—Old Age, Death.” 

















YOUR CARD 


as a representative of the “‘ Oldest Life Insurance Com- 
pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


Impregnable Strength 
Incomparable Dividends 
Maximum Benefits 
Minimum Net Cost 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 











State Mutual Life Assurance Co. 
WORCESTER, annacwent Ts 
jens neeeeee.. 








A ae tke at eatee aw eee $42,555,745.37 
EE eiickedeetce ke enasanswtn acces een ee SGU 40,209,207.57 
ee, a a $2,346,537.80 
I II MI cb ss bik oa. 4 ae Wa Wisbewlne eee $23,051,034.00 
PN IIS 686 0 o5.s se ben aos dade eharawckena $171,310,426.00 


THE CGMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 








A PENN MUTUAL PREMIUM, iss a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MOTUAL VALUES, make an INSUR\NCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is —- for net low cost and care of interests of 

members. 


THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
reserve 

















Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE Co. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, 
all its records are in excellent shape 


“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring publie, 
a eonfidence apparently well deserved.” 


and 








you have always traveled in, and look out into the wide world 
spring of success, but a mainspring has no force unless 


mean the realization of all your dreams. 


where frosts are few and a freeze almost unknown. 


Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering ? When you climb to the top of the rut 
, you lack grit to make the first step, don’t you? Ambition is the main- 
Ss ore you wind it up. Grit is the key with which you can do the winding. If you 
have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 
pth — apg tad : <a ap sae bloom perpetually ; : 
good position in a state where only eleven companies wrote as much as a million e: : i 

behind every bush, and the first al of a new ion infant is not “hard times.” cohen tt nhs ke cits ee 
amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 


You can secure a 


If you have the grit to make a change and a reasonable 





individuality at its full value. The president of this Company is W. T. Crawrorp ; Vice-President and G 1M : 
Superintendent of Agencies, J. F. WEL.inaTon, all of Shreveport, La. ee ee ae eee 
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THE EASTERN UNDERWRITER 








CONFESSIONS OF FIGLD MAN 


F, E. DeGROAT ON POLICY LOANS. 








General Agent Talks Plain About Much 
Discussed Question—Comment 
by Mutual Benefit. 





Floyd E. DeGroat, of Boston, general 
agent for the Mutual Benefit Life, con 
tributes to that Company’s paper “The 
Pelican,” what he calls “Some Confes- 
sions of a General Agent” concerning 
policy loans. Mr. DeGroat expresses 
some frank opinions, saying in part: 

“Perhaps no phase of our business 
has received greater attention, both in 
public print and in our own journalism, 
than the subject of policy loan. Loans, 
loans seem to obsess the heads of many 
companies. We are told, and it is true, 
that the demand for loans is steadily 
increasing. Is there wonder that com- 
panies whose contracts did not formerly 
contain the privilege of loan should ex- 
perience a new sensation when this 
feature, forced upon them by law, be- 
came operative? Is it not significant 
that so far as insurance journalism and 
the public press are concerned, most 
all of the direful predictions and 
calamitous warnings seem to emanate 
from those companies whose newer 
policies only carry the right of annual 
loan? Or from companies which have 
unwittingly invited abnormal obligation 
to loan by use of a rather low, or let 
us call it, competitive interest rate per 
cent.? Or from those companies which 
can no longer use a form of loan agree- 
ment by the terms of which large for- 
feitures of reserves were formerly per- 
missible? 

Its Real Significance. 

“Let us examine the loans of a com- 
pany in which, by the retroactive sys- 
tem peculiar to it, every policy more 
than a year old, most policies less than 
a year old, every policy paid-up pro- 
portionately, or fully paid-up, is and has 
for many years been subject to the loan 
call, and with no procrastination clause 
either. Examination reveals outstand- 
ing insurance nearly seven hundred 
millions, and policyholders’ loans about 
thirty millions. This means that less 
than five per cent. of the face value 
of our contracts is subject to deduction 
in the settlement of matured claims. 
What is the true inwardness—the real 
meaning, of this deduction? It is ex- 
actly this—the return to the remaining 
members in our Company of the money 
borrowed from them. Nothing more 
and nothing less. There is no falser 
theory propounded than the plea, now 
far too often advanced by certain irre- 
sponsible brokers, twisters, et al., and 
far to often grasped, yes, swallowed, by 
the policy owner himself, namely, the 
theory that he is borrowing his own 
money. He does not borrow his own 
money. He cannot possibly borrow his 
own money. He borrows that sum 
which, with interest thereon, he has de- 
posited as an inevitable and inviolable 
pledge that he will pay his normal, right- 
ful share for the carrying of his own 
risk. And he should be permitted to 
borrow this sum exactly as he should 
be permitted to withdraw the sum out- 
right. But in the latter case he is sur- 
rendering a right, for he is relieving 
the remaining members of all further 
obligation as to his own risk. Here 
then is the vast and important differ- 
ence between loan and cash value, in 
dollars and cents the same or tempo- 
rarily the same: the loan with its in- 
terest requirement, a living pledge to 
his fellow members and his beneficiary; 
the cash value a relinquishment, a sale, 
of all obligation of his fellow members 
toward himself and beneficiary. 

“I wonder that the companies so vo- 
ciferously decrying the loan practice do 
not likewise call attention to the in- 
ordinate withdrawals of cash value, and 
to the inordinate lapse which they must 
experience if their own declaration be 
true, namely, that loans not only are 
rarely paid back, but lead inevitably to 
surrender and lapse. I do not know 





what percentage of life insurance loans 
may be paid back, but I have a notion 
that such ratio would, in the best com- 
panies, compare very favorably with the 
mortgages paid off from homes. 

“I confess to disagree with these 
carping critics. They render unwitting- 
ly a damage to the life insurance cause 
by their unrelenting advertisement that 
what is loaned is lost. They seem to 
point out an inherent weakness in our 
system where only strength exists. In 
my judgment, such talk lends itself 
readily to an argument for cash sur- 
render. That such talk is a deterrent 
to the uninsured and the unbeliever no 
one can deny. The modern policy loan 
is a mathematical right, an economic 
necessity; moreover, it happens to be 
a legal requirement. Human nature 
alone is responsible for the extent of 
the practice, its use or its abuse.” 


Mutual Benefit’s Comment. 

In commenting on Mr. DeGroat’s state- 
ments the Mutual Benefit says: 

“Although Mr. DeGroat’s arguments 
are very fine, logical and true, still it 
must be remembered, as pointed out in 
President Frelinghuysen’s 1914 Report, 
that ‘borrowing on policies has contin- 
ued and, although the safest investment 
for the Company, it is greatly to be 
depreciated as it defeats that for which 
we strive and for which the insured has 
formerly saved. The fact that the loan 
is never called leaves it a silent and often 
forgotten consumer of the insurance. 
The increase of these loans, however, 
is not so great as might be thought, the 
ratio to our assets having increased less 
than one per cent. during the year.’ 

“A Mutual Benefit member can secure 
a loan up to the full cash surrender 
value of his policy, at any time. merely 
by signing a simple ‘certificate of loan 
satisfactory to the company. The 
loan is repayable whenever the borrow- 
er chooses; not at the demand of the 
Company. This privilege enables a 
Mutual Benefit policyholder to meet any 
emergency when money is needed im- 
peratively. 

“When the immediate need for the 
loan has passed, however, it should be 
paid off, for life insurance is universally 
recognized as a peculiar institution for 
the widow and orphan and the insured, 
and should therefore be the last thing 
to be hypothecated. If the insured can 
get a loan on some other security it 
is better that he should do so rather 
than to pledge his life insurance policy. 

“The policyholder has the right to 
borrow, and an agent can neither ques- 
tion his right nor presume to criticise 
his exercise of it. Policy loans have 
many legitimate uses. Their bad feat- 
ure is that a great many are never re- 
paid. Agents of the Mutual Benefit can 
render valuable service to their clients 
by pointing out the possible danger of 
policy loans, and by encouraging repay- 
ment of outstanding loans when the im- 
mediate need for them has passed.” 





NOW GEORGE WASHINGTON LIFE. 





Southern States Mutual of Charleston 
Changes Name—No Change in 
Company’s Management. 





Because of the similarity of its 
name to that of other life insurance com- 
panies, the Southern States Mutual Life 
of Charleston, W. Va. has decided to 
change its title to the George Washing- 
ton Life, which the officers believe will 
be an asset to the Company. There 
will be no change in the executive staff 
of the management of the Company. 
The Southern States Mutual Life has 
been in business eight years and has 
insurance in force of about $7,000,000. 





TO REPRESENT GUARANTY LIFE. 


George C. Meieryurgen has accepted 
the State Managership of Nebraska for 
the Guaranty Life of Davenport, Iowa. 
Mr. Meieryurgen was general agent 
for the Commonwealth for several years 
during which time he made an excellent 
record. For the past month he has been 
doing special work for the Prairie Life 
of Omaha. 





CALL ON COMPTON 





CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 





E INSURANCE com 
OF BOSTON MASSACHUSETTS 
220 BROADWAY 

PHONE 6030-6031 CORTLAND 





NOLGUWOD NO 'TIVD 








CALL ON COMPTON 











REMEMBER 





The Texas Life Insurance Company 
OF WACO, TEXAS 


Is the pioneer life insurance company of 
the Southwest 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 








“The Company of the South” 





Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
his section. The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 


are liberal and easily sold. 


Some excellent territory open for high-class personal producers. Attractiv 
contracts to right parties. Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 








/'GOOD TERRITORY | 
OPEN TO RIGHT MEN | 
—those who know how and can pro- 
duce applications and settle policies 
—always ready to negotiate wi 


men of experience, energy 
enthusiasm. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
FRED E. RICHARDS, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Ill. 














Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. CGuaran- 
teed Premium Reduction. 


Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 














ILLINOIS LIFE INSURANCE CG 
Gant 


GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL RAY THEM WELL 
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DEFENDS YOUNG COMPANIES 
IN ANSWER TO. A. M. BEST. 





(Continued from page 2.) 


company less than a year old to show 
a saving of assets or a gain in surplus. 
Most men of experience agree that the 
preliminary expense of organization and 
the necessary cost of writing $5,000,000 
of good business will mean an outlay 
in excess of the first-year premium re- 
ceipts. It is not extravagance therefore 
for a young company to expend a part 
of its surplus in getting a start. 

“The surplus is contributed for that 
exact purpose and the contributors of 
this enormous volume of money which 
you unfairly and savagely pronounce a 
loss, are not creating any general dis- 
turbance over the matter. They are 
quite generally pretty serene and most 
of them are content to wait, knowing 
that good, honest management will 
bring t’ 2m a fair reward for their in- 
vestment. Those desiring to part with 
their holdings usually have the oppor- 
tunity. 

None Too Many Companies. 


“Why should you undertake to make 
them unhappy? Ten years is a short 
time in the life of any corporation. Give 
these young companies of the West and 
South ten years in which to establish 
themselves and you and all other critics 
of this so-called ‘era of exploitation’ will 
be astonished at the results. There are 
none too many companies. Life insur- 
ance is an universal need, and an ever 
increasing requirement of civilazation. 
There is a fruitful field and no danger 
of overcrowding. Bigness is not essen- 
tial to safety and life insurance com- 
panies honestly managed, though small 
in the total volume of risk, are quite 
solvent—often more so than overgrown 
competitors. 

“It seems to me that you would be 
serving life insurance and the public 
much more acceptably if you should as- 
sume first that the Western and South- 
ern stockholders are abundantly able to 
protect themselves, and second, that the 
giant companies of the East draw many 
millions more each year from the South 
and West than the sum total of Western 
and Southern investments in all forms 
of insurance stocks. I take it that a 
good statistician seeking for alarming 
figures might be able to muck rake to 
his heart’s content, if he should com- 
ment upon the shrinkage in policyhold- 
ers’ assets due to the recent deprecia- 
tion of railroad stocks and railroad 
bonds. I undertake to say that this 
shrinkage exceeds by twenty-five mil- 
lions the total amounts invested by 
Western and Southern people in all the 
life insurance companies organized in 
the West and South since 1904. I do 
not contend that this shrinkage is due 
to incompetency or rascality, but most 
of the Western and Southern companies 
have rejected stocks of all kinds and 
most forms of corporation bonds, be- 
lieving that municipal securities and 
real estate mortgages are safer and 
better. 

“Stockholders are commercial adven- 
turers—no matter what sort of stock 
they buy. They expect to take chances 
and anticipate lean and fat years. The 
hope of dividends ip excess of ordinary 
interest rates is the call to which their 
subscriptions igs the answer. They have 
their remedies well defined and they 
are pretty able to take care of them- 
selves. They resent attacks upon their 
investments. Rumors of insolvency 
and mismanagement are destructive of 
commercial prosperity. A publisher 
who would lead an attack upon the 
banks of America because some bank- 
ers defaulted and who would put out 
circulars appealing to their depositors 
to withdraw their confidence and their 
deposits, would be entitled to the at- 
tention of a strong-minded vigilence 
committee. An attack upon fiduciary 
institutions representing as you say 
$75,000,000 such as you have made and 
are continuing to make, can do nothing 
but harm and is in a degree quite as rep- 
rehensible. 

“Finally, are your figures accurate 


and reliable? Is it not likely that when 
you show the Commonwealth of Ken- 
tucky with $7,429,854, whereas the ac- 
tual total for December, 1912, was $14,- 
552,020, a close inspection might dis- 
cover other errors quite as grievous and 
inexcusable?” 





METROPOLITAN LIFE’S MEETING. 





Stockholders Approve All Administra- 
tion Acts—300,000 Policyholders 
Vote For Re-election of Board. 





The annual meeting of the stockhold- 
ers of the Metropolitan Life Insurance 
Company was held at 1 Madison avenue 
yesterday. The various acts of the di- 
rectors, as set forth in the minutes of 
the meetings held during the year, were 
approved, including the payment to 
policyholders of bonuses amounting to 
$6,334,000. Polls were open from 10 a. 
m. until 2 p. m., and the inspectors of 
election in co-operation with representa- 
tives of the Insurance Department be- 
gan the canvass of ballots cast by 
policyholders. As nearly as could be 
estimated these numbered about 300,009, 
while 76,000, about 95 per cent. of the 
stockholders’ votes were cast. Several 
days will be required to complete the 
count of these ballots. The administra- 
tion ticket had no opposition and the 
entire board was re-elected. 





NEW ENGLAND CONGRESS PLANS. 





Edward A. Woods and Charles W. Scovel 
to Address Gathering of Associa- 
tions at Boston Next Week. .. 





Edward A. Woods, vice-president and 
chairman of the executive committee of 
the National Association of Life Under- 
writers and Charles W. Scovel, former 
president of the National Association, 
also of Pittsburgh, will speak before the 
next meeting on April 27, of the New 
England Congress of Life Underwriters 
Associations. Mr. Woods will speak on 
“Life Insurance Taxation” and Mr. 
Scovel will discuss “Income Insurance.” 





W. S. TUPPER ASKS BIG DAMAGES. 





Sues Pioneer Life of Which He Was 
President Under Commission Con- 
tract He Lost. 





Wilbur S. Tupper, vice-president of 
the Toledo Life, whose resignation from 
the presidency of the Pioneer Life of 
Kansas City involved the cancellation 
of a contract by which he was to get a 
commission on the business of the 
Company, has brought suit against the 
Pioneer Life for breach of contract. 

When Mr. Tupper was ousted from 
the presidency of the Pioneer Life it 
was understood that he had a contract 
with the Company calling for a salary of 
$9,000 and five per cent. commission 
on the new premiums. 





AGENCY LISTS HELD PRIVATE. 





Texas Insurance Department to Con- 
sider them Confidential Here- 
after—To Stop Twisting. 





The attorney general of Texas has 
given an opinion to the effect that the 
agency lists on file in the State Insur- 
ance Department are not open to the 
inspection of the public and will not 
be accessible to representatives of 
other companies. The opinion states 
that although the departments’ records 
are public documents, information that | 
is prejudicial to the public interest may 
be withheld and the agency lists are| 
so characterized. 

It is said that some eompenien have 
been in the habit of securing the 
names of agents of other companies 
and “twisting” them and the companies 
losing the agents have complained to 
the insurance department with the re- 
sult that the attorney general’s opinion | 
will close the agency lists to outside | 
view. | 


AGAINST PUBLICITY CAMPAIGN 


WILSON’ WILLIAMS’ 





CRITICISMS. 





Charges Horner Scheme was “Rail- 
roaded” Through Conventions—Has 
Project of His Own. 





Wilson Williams, of New Orleans, 
general agent for the New England 
Mutual Life, has come out with a state- 
ment in which he opposes the institu- 
tional advertising campaign which was 
launched by Warren M. Horner of Min- 
neapolis, who is chairman of the com- 
mittee on education and conservation of 
the National Association of Life Under- 
writers. Mr. Williams charges that 
when the proposition came before the 
Atlantic City convention last year, it 
was “railroaded” through with no time 
allowed for a discussion of the question 
pro and con. Mr. Williams has a ten- 
tative plan which he expects to present 
to the coming convention at Cincinnati. 
In discussing Mr. Horner’s institutional 
advertising campaign, Mr. Williams 
Says: 

“Life insurance underwriting is not a 
salesman’s job. No lure of mechanism, 
demand of trade consumption, or glitter 
of novelty induces a man to buy of our 











line. The man who writes life insurance 
applications is an agent—a go-between. 
He represents the company and the buy- | 
er, and the satisfaction of each hinges | 
on the quality of service rendered in the 
transaction. 


“All aggressive business lines find | 
profit in advertising, and our business | 
is no exception. lbBut institutional ad-| 
vertising on a nation wide scale lacks, | 
in my judgment, the essential element) 
for benefit, and this is my chief objec- 
tion to Mr. Horner’s plan. I would, and! 
do, place strikingly convincing facts as 
to the value and necessity of life insur- 
ance before the public through articles 
with a local setting. For the National 
Association to do this a small commit- 
tee of successful underwriters is not | 
the requirement so much as an expert 
corps of publicity men who are capable 
of reducing the great mass of generali- 
ties to items with local features. There 
is never any difficulty in getting the 
press to publish as news items any mat- 
ter of benefit to our business, provided 
it is properly written and laid before 
the editor prepared for immediate dis- 
patch to his composing room. A 
gathering of men engaged in any line 
of business or profession is always a 
good news item, but the prominence | 
and elaboration of it depends upon the} 
copy furnished. Few newspaper report- | 
ers could write much on life insurance | 
that their papers would care to print, | 
but our National Association could raise | 
funds with which to pay men who 
would furnish very welcome stories. 


“Life insurance agents in St. Paul or 
Chicago could not hope to get us de-| 
sirable publicity in New Orleans, no} 
more than I, living here, could get any- | 
thing of benefit to them. Conditions | 
are different and familiarity with them 
is all important in seeking publicity. 


“As a matter of fact I am not inter- 
ested in institutional advertising in| 
Minnesota and there are thousands of 
men following my vocation who would | 
not care if we never wrote a dollar of | 
life insurance in Louisiana. They have | 
a large enough territory to cover where 
they are as we have down here, and like 
many who have endorsed my plans, I 
prefer to contribute money for benefit | 
at home.” | 


~— 


HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide is 
president, appears in the Herald's 
advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $239,- 
000,000, after paying to policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 |6,- 
000,000, being an increase during 
the year of nearly $5,750,000. 


New York Herald, January 22, 19/4 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








It Pays To Investigate 





Our Contracts Are All Direct 





We are looking for a 
man who can handle 
men. 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


W.C. BALDWIN, 
President 


HOWARD S. SUTPHEN, 
Director of Agencies 











E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special hates for 
General — Contracts 


Home Office: ST. LOUIS, MO. 








W. D. Wyman, President 


New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Ine. 1851 


Attractive literature 
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LOW COST TEMPERANCE FORM 


STANDARD LIFE S NEW CONTRACT 











Marks a Departure in Method of Handl- 
ing Total Abstainers—! din 
Multiples of $2,500. 


The Standard Life of Pittsburgh, Pa., 
has brought out a special temperance 
policy, to be written on the lives of total 

_abstainers only at an especially low 
premium. The first year’s, insurance 
under the contract is preliminary term 
insurance and is renewable as an ordi- 
nary life policy. The issuance of this 
policy marks a new method of handling 
total abstainers, who, in3tead of being 
placed in a mortality class by them- 
selves with the hope of getting a large 
dividend return as a result of the favor- 
able mortality experienced, may pur- 
chase low cost non-participating insur- 
ance. The new policy will be issued in 
multiples of $2,500. 

The insuring clause reads: “This in- 
surance is granted for one year in con- 
sideration of the application hereto 
attached, which together with this 
policy constitutes the entire contract 
and the payment in advance of....... 
Dollars and........ Cents.” 
contains in addition to the usual fea- 
tures a total disability clause which 
reads as follows: 

“After one full payment shall have 
been made, or before a default in the 
payment of any subsequent premium, if 
the insured, prior to attaining the age 
of sixty years, shall become wholly dis- 
abled by bodily injuries or disease and 
shall furnish satisfactory proof that he 
will be permanently, continuously and 
wholly prevented thereby for life from 
pursuing all gainful occupations, the 
Standard Life Insurance Company of 
America by an endorsement in writing 
upon this contract will agree to pay for 
the insured the premiums upon this 
policy which thereafter become payable 
during the continuance of such dis- 
ability. In any such case, the premium 
so paid shall not be a lien on said 
policy, and the cash or loan values on 
said policy in the schedule on the third 
page thereof shall increase in the same 
manner as if the premiums-were being 
paid by the insured. If, however, the 
insured shall recover so as to be able 
to engage in any gainful occupation, the 
Company’s obligation to pay the pre- 
miums shall cease, and the insured shall 
resume payment of premiums in accord- 
ance with said policy from the first pre- 
mium due date following such re 
covery.” 

Rates on $2,500 Policy. 

The rates on $2,500 of insurance un- 
der this policy at the different ages is 
indicated below: 








B1 .ccaaead $36.14 38....... - $57.59 
86.96 39.......- 58.54 
ee 37.82 40........ 61.69 
ee coe SB.TZB 41. oo eee 64.55 
BH ..cccces 39.64 42........ 66.94 
BO ccaccsas 40.64 43........ 69.51 
WM scnnaivivn 41.69 44........ 72.24 
BB socnbede 42.76 45....... - 75.13 
DO cvvnnet 43.91 46.... 78.58 
OD a igaveaie 45.12 47... 2.006. 81.88 
1 we izecn 46.41 48...... .- 85.39 
Oe -sctnnntn 47.74 = GB... c00% 89.07 
D ccceseee 49.22 50........ 93.58 
OE cvcetae 50.66 651........ 98.15 
52.26 62........ 103.38 
8 .vccsces 63.94 63........ 108.29 
Wl xccaswun 55.70 64........ 112.56 
| eee 119.18 


A clause in the body of the contract 
says: : 

“A low premium is charged for this 
Policy because the insured totally ab- 
stains from the use of alcoholic bever- 
ages, and the company may cancel this 
Policy at anytime within one year from 
its date of issue should he not continue 
to abstain from their use.” 

There are two income options, a 
limited and a life income option, pay- 
able in monthly, quarterly, or semi- 
annually installments, the amount of 


The policy - 





the payments on a $1,000 policy being 
shown in the following schedule: 


Limited Income Life Income. 


Option i* Option 2** 
3 e e 
S 1 #2 us c a EL = 
§E ge giag5 <29_¢ i: £2255 
Ese 8°S S285, .sneg 2° S GES5. 
Z2 SsEWS0°3 $2, gezacd-s 
2 $507 $1,014 19 $40 $1,000 
20 41 1,025 
3 348 1,029 21 41 1,025 
22 41 1,025 
4 261 1,044 99 41 1,025 
1 24 41 1,025 
Ss 1,055 = a 1'050 
6 179 1,074 26 42 1,050 
27 42 1,050 
7 155 1,085 98 43 1,075 
29 43 1,075 
§ 138 = =1,104 935 43 1,075 
9 124 1,11 31 44 1,100 
. 32 44 1,100 
10 113 1,130 33 44 1,109 
34 45 1,125 
11 104 1,144 35 45 1,125 
36 46 1,150 
12 97 1,164 37 46 1'150 
13 91 1,183 38 47 1,175 
39 47 1,175 
14 85 1,190 40 48 1,200 
15 81 1,215 > = a. 
43 49 1,225 
16 17 1,132 rv rr 1'225 
17 73 1,241 45 50 1,250 
46 50 1,250 
18 70 1,260 47 51 1,275 
48 51 1,275 
19 67 1,273 49 51 1275 
20 65 1,300 50 51 1,275 
51 51 1,275 
21 62 1,302 52 52 1,300 
0 
22611842 Sage '300 
7 55 53 1,325 
23 59 1,357 po 58 1'325 
24 57 1,368 57 53 1,325 
58 653 1,325 
25 56 1,400 59 54 1,350 
60 54 1,350 


*Illustration—The amount of each 
annual installment will be $65 for each 
$1,000 of proceeds, if payment is to be 
made by 20 installments. 

**Illustration—The amount of each 
annual installment will be $43 for each 
$1,000 of proceeds, if at the death of 
the insured the beneficiary should be 
30 years of age at last birthday. 





TRIBUTE TO FIDELITY HEADS. 





Staff Honors President Talbot and Vice- 
Pres. Quinn—Write Total of 
Over $3,000,000. 





In honor of President Walter LeMar 
Talbot and Vice-President F. X. Quinn, 
the field staff of the Fidelity Mutual 
Life, of Philadelphia, during March 
wrote the largest amount of new busi- 
ness that has been reported to the 
Company any single month since 1906 
with the exception of one. The total 
business written in honor of the offi- 
cers was $3,187,425. 

Practically every agent of the Com- 
pany was heard from, many of them 
surpassing anything they have ever 
done before. Greater New York and 
Long Island Department, Frederick A. 
Wallis, manager, led the entire field in 
submitted business; Georgia-Tennes- 
see Department, J. H. Byrley, manager, 
came in a close second, followed by 


Minnesota Department, R. J. Seiberlich, | 


manager. All of these agencies were 
in fhe quarter-of-a-million class. Phila- 
delphia Department; Western Pennsyl- 
vania, T. J. Danner, manager; THast 


Central New York, C. R. Tripp, man- | 


ager; Eastern Michigan, Joseph Parish, 
manager; South Central Atlantic, The 
D. R. Midyette Company, managers, all 
reported between one and two-hundred 
thousand. 





The Fort Dearborn Life of Chicago is 
being promoted by George C. Mastin. 
The charters call for a capital of $1,- 
000,000. 


AETNA LIFE TAKES BIG GROUP. 





insures Employes of Allied SHk Com- | 
panies—Risks Number 5,000—ingur- 
ance of About $3,000,000, 





Another record group life insurance 
contract has been closed in Paterson, 
N. J., by officials of the National Silk 
Dyeing Company, the Weidmann Silk 
Dyeing Company and the Weidmann 
Silk Dyeing Company Annex Works of 
that city, with the Aetna Life, of Hart- 
ford, Conn. 

The National Silkk Dyeing Company 
insured ail of the employes of the com- 
pany in the various works, located at/| 
Allentown, Pa. Williamsport, Pa.,| 
Dundee Lake and their works in Pater-| 
son. Every person connected with the 
National Silk Dyeing Company and the 
Weidmann companies will be insured, 
from the president and officers of both 
companies, down to the helpers in the 
yard. The National Silk Dyeing Com- 
pany will cover about 3,500 risks and/| 
the Weidmann companies about 1,500 
risks, and the aggregate amount of the | 
insurance carried will be about $3,000,-| 
c00. | 





PLANS FOR PITTSBURGH MEETING. 





Railroad Official and Prominent At- 
torney as Speakers, Carry Out 
Educational Program. 





In line with the policy of the asso-| 
ciation in offering at its regular meet- 
ings, educational and practical fea- 
tures, the Pittsburgh Life Underwriters | 
Association at its monthly meeting | 
Monday evening, will have as speakers, 
l. H. B. McKnight, treasurer of the 
Pennsylvania Lines who will talk on 
“Systematically Buying Life Insurance” 
and C. F. C. Arensberg, a prominent 
attorney and lecturer at the Pittsburgh 
Law School, who will discuss “Notes 
and Contracts.” 

Mr. McKnight probably carries more 
policies in more different companies 
than any other man in Pittsburgh. He 
has been a life-long believer and buyer 
of life insurance. The members attend- 
ing the meeting have the opportunity 
of asking questions on the subjects dis- 
cussed by the speakers. The meeting 
will be held at tha Fort Pitt Hotel. 





EQUITABLE LIFE FILES APPEAL. 





Carries to Appellate Division Action to 
Prevent Union Pacific Distribution 
as Planned. 





The Equitable Life has filed an ap- 
peal from the decision of Justice Green- 
baum of the Supreme Court in the suit 
against the Union Pacific Company to 
prevent the distribution of Baltimore 
& Ohio common shares. Counsel for 
the Equitable Company states that the 
appeal will be pushed with all expedi- 
tion, arguments being heard possibly 
on Thursday or Friday of this week by 
the Appellate Division. 





APPOINTS CINCINNATI MANAGER. 

The Phoenix Mutual Life has ap- 
pointed Samuel Houston, manager at 
Cincinnati succeeding J. M. Johnston 
who resigned. Mr. Houston comes from 
Omaha, Neb. 








THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 











Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 


Assets, Jan. 1, 1914.$66,168,702.53 
Liabilities 61,182,456.00 


-.-$ 4,986,246.53 


Surplus 





ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 


tary 

I ° S, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 





EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 

CHAS. H. STRAUSS, Gen Agent 
200 Fifth Avenue, New York 











HERVEY S. DALE SERIOUSLY ILL. 





Well-Known Chicago Man, Treasurer of 
National Association, Suffered 
Cerebral Hemmorhage. 





Hervey S. Dale, of Chicago, who suf- 
fered a cerebral hemorrhage, resulting 
in paralysis of the right side and loss 
of speech, while at Pass Christian, Miss. 
where he had been for his health, con- 
tinues in a serious condition. Mr. Dale 
has been general agent at Chicago for 
the Union Mutual Life for many years 
and is treasurer of both the National 
Association of Life Underwriters and 
the Chicago Association. 





POLICYHOLDERS ON MAIL LISTS. 
(Continued from page 1.) 


ers receiving claims payments, together 
with the amount paid. In this way the 
sharpers can adjust their bait to the 
possible appetite of the intended victim 
and even the method and tone of their 
approach is planned to fit the circum- 
stances. 





GETS LARGE TEXAS BUSINESS. 


Vice-President O. S. Carlton, of the 
Great Southern Life, reports that the 
reinsurance of the Lone Star Life in 
the Great Southern, places another 
large group of prominent Texans on the 
books of the Company as policyholders. 
The policyholders list of the Great 
Southern reads like Who’s Who of 
Texas. The business taken over from 
the Lone Star Life amounted to about 
$3,000,000. 





mission. Full Term Renewals 


Allowance. 
If you are not attached and have a 


handsome renewal account. 





LIFE INSURANCE SALESMEN WANTED 


IN PENNSYLVANIA 


Managers for Districts—Personal Writers. 
Forms—Lowest Rates on the Market. 


nent connection and make a lot of money and build up for the future a 
Address— 


LOCKYER & ATWOOD, Incorporated 


Pennsylvania Managers 
ILLINOIS LIFE INSURANCE COMPANY 
New Stock Exchange Building, Philadelphia 


New Nonparticipating Policy 
Most Liberal First Year’s Com- 
And Large First Year's Expense 


good record you can make a perma- 
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Live Hints For 





Business Getters 














J. E. G. Bryant of the Penn 


Mutual Life says: “If your 
‘wife shows you the coal bill 
and asks why it reads ‘2 
per cent. cash,’ you explain 
the phrase and doubtless urge her to 
arrange to take the discount in such 
cases. And if circumstances were such 
that an enterprising merchant might 
render bills bearing the legend ‘add 2 
per cent. for insurance,’ the meaning 
thereof being that for that premium 
your wife should have her coal next 
year for nothing, if you meanwhile had 
died, you would think it over, eh? Would 
you not be willing, perhaps, to approve 
a corresponding increase in the house- 
hold budget? Maybe so; maybe not. 
As a matter of fact, you could do better. 
Indeed you can do a great deal better. 
Term insurance! The rate for term in- 
surance falls short of 2 per cent, at 
every age this side of 50. 

“Moreover, the coal merchant’s plan 
would be expensive to him as well as to 
you. He probably would become in- 
solvent on a two-per-cent. basis. The 
cost of administering the thing would 
leave mighty little for the payment of 
death claims. Similarly, term insurance 
is expensive to both parties. By virtue 
of the establishing of a minimum, as 
well as maximum, both as to the amount 
upon a life and as to the duration under 
a contract, the overhead charges are 
kept within bounds and the rates seem 
- low enough. But in a certain and im- 
portant sense a man gets less for his 
money under a term contract than under 
a life contract. ‘ 

“It probably is a matter of the in- 
capacity of the human mind thoroughly 
to comprehend a fact all on a sudden. 
It has taken us generations to compre- 
hend many a principle. An educator of 
some renown said there never lived a 
child that learned during one and the 
same day, first, that two and two are 
four; second, that two hippopotamuses 
and two  hippopotamuses—let the 
youngster remain in ignorance of the 
classic declension of the word—are four 
hippopotamuses. We allow it to go 
without saying that our responsibility 
is the future of our families rather 
than the future of ourselves. It ought 
not to go without saying. We fail to 
comprehend it. Similarly we take for 
granted the principle of life insurance. 
But we ought not to take it for granted. 
We hardly begin to comprehend it. 
When responsibility to family is meas- 
ured in terms of the dollars and cents 
of a life insurance premium, we are 
aghast. We cannot reduce expenses by 
about a third—and keep them there— 
and buy life insurance with the saving; 
therefore we weakly argue there is 
something wrong. 

“I wish my wife to be able to live 
right along on this same scale, if she 
survives me—true enough. When you 
corner me, maybe I admit that I ought, 
no doubt, reduce expenses right away, 
that I ought to carry more and more 
insurance; in short, that the expenses 
of my family should not exceed the in- 
come potentially represented by my 
policies. But I do not take myself seri- 
ously. It is preposterous. Five thou- 
sand, ten thousand dollars of insurance 
will go & long way. It is costing me 
a good deal. I shall let it go at that. 
In fact, I shall have to let it go at that. 
And there I stick. There you stick. 
There the average man, after his own 
fashion and his own experience and his 
own circumstances, sticks. 

“What is the matter? Is it incapacity 
of mind, or not? If a hundred, or ten, 
or five of the coal merchant’s customers 
were to avail themselves of his insur- 
ance offer, would the same five be those 
to carry full insurance under the order 
of things as it does exist? Likely not. 
In the first instance they are influenced 


Finances 
and Life 
Insurance 


Practical Suggestions to Help the Man With 
His Income and General Efficiency. 


the Rate Book Increase 


by seemingly favorable odds. Only su- 
perficial thinkers would be so influenced. 
They would not embrace such an offer 
if the premium were of any absolute 
consequence. They would ridicule a 
fair proposal to assume their full re- 
sponsibility.” 
~ . a 


Cc. F. Henking, of The 


Depended Penn Mutual Life, tells 
on Price an interesting experience 
of Eggs he had with a prospect 
which carries its own 

moral. 


“Just prior to the holidays,” he says, 
“I interviewed the manager of the sav- 
ings department of one of our local 
banks for a policy in The Penn Mutual 
Life. In response the prospect over- 
whelmed me with his ‘tale of woe’ about 
hard times and the high cost of living, 
winding up with the statement: ‘It’s no 
use talking to me about life insurance, 
Mr. Henking, until the cost of living 
comes down. Why, this morning I paid 
seventy cents for twelve eggs.’ Believ- 
ing this to be the psychological moment 
for making my get-away, I did so by 
grasping his hand and assuring him: 
‘You are right, Mr. H.; until eggs come 
down to a decent figure you shouldn’t 
consider taking out any more insurance.’ 

“Shortly after the holidays I made it 
my business quietly to ascertain 
whether this prospect had received a 
raise in salary the first of the year. 
Finding that he had received a substan- 
tial increase, I patiently bided my time 
until I thought that he had wiped out 
the extra bills that Christmas had nat- 
urally entailed. At the breakfast table, 
day before yesterday, I noticed in the 
paper that the price of eggs had dropped 
to twenty cents per dozen. I immediate- 
ly exclaimed to my wife: ‘Hurrah! this 
gives me my cue to tackle Mr. H. for 
a policy.’ 

“Accordingly, on coming down to the 
office, I wrote him a letter, as follows: 
‘At last, your wish is a reality! To-day’s 
market quotations show a decided drop 
in the price of eggs—down to twenty 
cents per dozen. On December 1, 1913, 
you told me, “I can’t take out that policy 
just yet, Mr. Henking—not until eggs 
(seventy cents per dozen) are lower.” 
Kindly sign, and return to us, the en- 
closed application blank and we will do 
the rest. Our word for it, you will never 
regret having taken this step—furnish- 
ing your family with such splendid in- 
surance protection.’ Yesterday morning 
I immediately followed up my letter 
with a personal call. My prospect met 
me with a broad smile on his face, shook 
me by the hand most cordially and ex- 
claimed: ‘Henking, you are just the man 
I want to see. I got your letter last 
evening and my wife and I enjoyed its 
reading heartily and had a good laugh 
over it. We agreed, right then and 
there, that any man who could remem- 
ber such a little commonplace remark 
as I made to you several months ago, 
and now could remind me of it in such 
a nice, diplomatic way, had fully earned 
my application, and I am ready to sign 
up right now.’ ‘Nuf ced!’ His applica- 
tion and examination blanks were 
mailed to the home office this morning.” 

+ - * 


As illustrating the need 

Hints That of mental alertness in 
Are Often taking advantage of 
Missed hints and leads thrown 
out by prospects, we 

noticed an example in one of the Ex- 
perimental Solicitations given before 
the Agents’ Association several years 
ago. In reply to questions, the pros- 
pect twice said, in effect, that he 
thought his insurance of $25,000 suffi- 
cient for his purpose because, “I have 
a brother who will properly take care 
of my family’s interests.” In neither 


case did the soliciting agent catch the 






suggestion contained in this excuse 
thereby losing an excellent opportunity 
to bring home to his prospect the value 
of insurance. It might have been 
granted that $25,000 was enough on the 
prospect’s life but only on condition 
that another $25,000 was placed on the 
life of the brother to whom the pros- 
pect was looking for help to care for 
his dependents in case of need.—North- 
western Mutual Field Notes. 


a + + 
Mrs. Florence’ Shaal, 
Handling manager at Boston of 
Women the women’s department 
Prospects of the Equitable Life, in |, 


describing the method 
used by her in securing and cultivat- 
ing women prospects, says: 

“The system adopted by us women in 
getting prospects for life insurance is 
a very simple one. I pay a woman 
twelve hundred dollars ($1,200) a year 
to attend to this work. All of our old 
agents take care of themselves. It 
is only the new ones who need atten- 
tion and encouragement. As we con- 
fine our work aimost absolutely to 
women, we have only women for ma- 
terial. We secure the names of all the 
nurses, dressmakers, women doctors, 
and everyone who follows any vocation. 
We make a regular business of sending 
out daily at least twenty to fifty letters 
to these prospects, and we insert in 
these letters the human touch, little 
heart to heart talks. 

“They are never very long and in 
them We always mention the name of 
some other woman in their line who has 
taken insurance. For instance, if we 
are writing to a dressmaker, we men- 
tion the name of some other promi- 
nent dressmaker who carries the largest 
amount of insurance in the city of 
Boston, and we state in the letter that 
our representative is going to call to- 
morrow. If she cannot receive her we 
would like to know by telephone. We 
immediately assume, however, that that 


sure that the prospect does not want 
insurance and means it, we say, ‘Good 
afternoon, I am so glad to have met 
you. If you do not want insurance 
yourself possibly you can give ug the 
names of three or four of your friends,’ 





TWO SUPERVISORS 
WANTED 
SALARY AND EXPENSES 


One for Northern Ohio 


One Central and Western 
Michigan 


for 


Good positions with opportunity for 
rapid advancement. 


Give your age, present and former 


comrany connections, experience 


and qualifications. 
Address in confidence 
ARTHUR F. HALL, President, 


Michigan State Life Insurance Co., 
DETROIT, MICH. 














UNEXCELLED IN 
Favorable Mortality 
—aND— 


Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 





woman is going to receive our repre- | Rates of Premium Extremely Low 


sentative. We never say ‘agent.’ 

“Over thirty-seven per cent. of these 
letters have produced business in many 
offices. We oblige the agent to report 
every morning in regard to these people 
upon whom she has called. ‘Many are 
called but few are chosen.’ We do not 
consider that the agent has done her 
work well if she continues on this list 
of names week after week without 
bringing us in some new names. We 
expect to derive from the material we 
give her new material for us to follow 
up later. We have various methods of 
securing these names. Of course, I 
think what applies to us women applies 
to you as well. We have an entirely | 
different list. You men have the tailor, 
shoemaker, etc., while we have the 
dressmaker, woman doctor, etc. We 
look up their business address and tele- 
phone. 

“If they are not in business and are 
among the wealthy, we see them in 
their homes. I don’t educate women to 
solicit men. We prefer to _ solicit 
women, but we do insure men very fre- 
quently through the wives or daughters 
or sisters. Consequently, we have our 





list of men. Oftentimes when we are 


and still further reduced By 
Annual Dividends 








You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 








A top-notch renewal income as- 
sured for years to come. 

Several pi of llent terri- 
tory, with exclusive rights, open 
for men of character and ability. 





For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 














Assets over One Million. 


(average One Millien a month), 
We want a capable general 
Important epen territory. 





The Guarantee Life Insurance Co. 
HOUSTON, TEXAS | 


Insurance in force over Twenty Millions of dollars. | 


Business received first eight months, 1913, over Eight Million 


' 


agent for vacant office. | 
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SBASON OF TRANSFERS HERE 


SOME POINTERS ON PRACTICE. 








industrial Agent Demonstrates His Effi- 
ciency in Taking Care of Those 
Who Move. 





The moving-van will be very much in 
evidence within a few weeks, The Pru- 
cential Record points out, and the mem- 
pers of the agency force everywhere 
should keep a close eye on the people 
changing their residences. Follow up all 
eases of newcomers in the district. 
Time occupied in finding out their new 
addresses and whether they carry any 
life insurance, etc., will be well spent. 
Do the same where it is apparent the 
families are moving into other terri- 
tory. The idea is that the agent should 
question the moving family as to life 
insurance carried and, even though the 
business is in force in other companies, 
explain to them what action they 
should take to have their policies trans- 
ferred. In a very large and peculiar 
sense ours is a help-one-another busi- 
ness, and it will surely help us in the 
long run to help our neighbor wherever 
and whenever we can do so without 
much personal loss of time or incon- 
yenience. If the reward be but the self- 
satisfaction that you have done an un- 
selfish and neighborly act, the contem- 
plation thereof will, in itself, be some 
compensation. Watch the moving-vans 
and the moving people. Be brave, con- 
scentious and obliging in the matter of 
transfers. 

* s 

In the handling of transfers there 
are three parties to be considered, the 
policyholder, the transferring agent and 
the company. 

The policyholder originally took out 
the insurance for the purpose of being 
protected in time of misfortune and dis- 
tress, and if looked at only from the 
moral standpoint, it is the duty of the 
agent to justify this confidence and 
trust in the company, and to give the 
business all the consideration possible. 


As for the transferring agent, he may 
have originally written the business and 
he took good care of it until he was 
compelled to pass it along to some 
one else. He, of course, expects that 
the policy will continue to receive 
proper care in the future. 

The company, it must be remembered, 
has paid for the business, whether the 
amount of premium be large or small. 
Ii has expended money for special 
salary and collection fees, and under 
these circumstances has a right to ex- 
pect that the receiving agent will give 
the transfer the same attention he 
would to business that he had written 


himself. 
* - 


If they are policyholders in your 
company who have moved to your ter- 
ritory, you should obtain full particu- 
lars of the policies--the policy number, 
the premium paid, the date of last pay- 
ment and the name of the former agent. 
You should then forward it to the home 
office, with the request that the busi- 
ness be transferred to you. In the mean 
time you should keep in close touch 
with the insured, collecting premiums 
regularly, so as to avoid the lapse of 
the policy. The newcomers will appre- 
ciate your courtesy and be quits in- 
clined to return the favor in kind. 

. . 


When a policyhoider moves from one 
territory to another he is most likely a 
stranger in a strange land. He has 
paid his premiums for a long or a short 
period, and perhaps before moving has 
failed to notify his agent of his new 
address. Wishing to keep the insur- 
ance in force, he may look up one of 





Industrial Department 





the company’s representatives and ex- 
press a desire to have the business 
transferred. The agent so requested 
should remember that the policyholder 
is a member of the great Prudential 
family, and is entitled to and expects 
all the consideration and courtesy due 
him. If he does not receive a fra- 
ternal greeting from the representative 
of the company, he naturally feels hurt 
and has just cause for complaint. In 
some instances he is likely to permit 
his policies to lapse under such condi- 
tions, and the company loses a friend. 
. * 


When an agent receives business 
from another agent in the same dis- 
trict and is informed by the policyhold- 
er when he calls upon him that it is 
inconvenient to pay the premiums at 
that time, he should select a convenient 
date and make a second call on time. 
If he then fails to collect the premium, 
he should inform his brother agent of 
the fact and the two should make a 
joint call and do their best to save the 
business. This act would impress the 
policyholder that the company, through 
its field staff, is interested in him and 
in his keeping up his policy. While the 
agent is thus looking after the interests 
of the insured, he is also following the 
golden rule in doing unto his brother 
agent as he would expect to be done by. 

* * 


When you transfer business, es- 
pecially out of the district, you should 
always explain to the insured that it 
takes about two weeks to get a trans- 
fer through, and endeavor to collect 
the two weeks’ premiums in advance. 
This will keep up your collection per 
cent. and the business will look better 
to the other agent. In all cases, write 
the policyholders after they have moved 
and tell them that you have received 
notice from the home office that their 
insurance has been transferred to agent 
Blank of the Blank District, and that 
if he has not yet located them, to go 
to the district office and pay the pre- 
miums. Ask them, at the same tim:>, 
to leave such information as will en- 
able the agent easily to locate them, 
and when you have done this, you have 
done a favor to the policyholder. Be 
careful at all times not to convey an 
impression that the other agent may not 
give them a square deal. 

- _ 


Comparatively few agents fail to 
appreciate the value of a notice of 
transfer. It is a letter of introduction 
that has all other kinds “beaten forty 
different ways” if promptly and cour- 
teously presented. It is a “welcome to 
our city” that carries with it an assur- 
ance to the policyholder that the com- 
pany is doing all it can to make its 
protection more effective. The natural 
result of such action must be to 
strengthen the feeling of confidence in 
the company that the policyholder 
manifested by his application for insur- 
ance and subsequent payment of pre 
miums. Almost all the people who 
move to another city do so because 
they are assured of a better position, 
which means more income and conse 
quently a little more to spare for insur- 
ance when the right man asks for it. 
You have an opportunity there that 
you get only with transfers. Go in 
with a smile and a cheery word of wel- 
come. Ask for the book and all the 
policies; see that they are right to 
start with; see that the policies are 
properly endorsed, if endorsement be 
necessary, and then on your first visit 
you have established a reputation for 
accuracy and careful attention to busi- 
ness that fixes confidence in you and 
gives you a prestige in a moment that 
you might otherwise never secure. 
What is the result? You have one more 
friend, and friends are the best assets 
an insurance man can have. 
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BE THRIFTY OF YOUR TIME. 





An Hour’s Idieness Foots up to an 
Enormous Total of Lost Oppor- 
tunity and Income. 





All men who have accomplished big 
things in a business way have been very 
thrifty of their time. Each moment 
was considered to have a very high 
value and always the manner of doing 
a thing and the thing itself was gauged 
to the amount of time it consumed. The 
great railroad king, E. H. Harriman, 
always lamented the shortness of the 
day and put a high premium on every 
moment. The Colonial Life News on 
the subject of conserving time says: 

“The consequences of wasted time 
are immeasurable. On lost hour means 
certainly one lost opportunity. One 
lost opportunity means probably a lost 
success. One lost success means pos- 
sibly a changed destiny. 

“An hour’s idleness costs the solicitor 
not only the commission on the insur- 
ance he might have written during that 
hour, but also the commissions on the 
future business he might secure as a 
result of references from that first call. 

“If the man whom you might have 
insured in that hour is closed by an- 
other agent, you will lose not only his 
business, but his influence. And that 
influence might prove of far greater 
value than the original business. 

“Canvassing is similar to touching a 
match to dry grass. You don’t know 
how far it will spread. But you must 
first strike and apply the match! 

“Only rarely does a big blaze spon- 
taneously originate. It must have a be- 
ginning. And that beginning is usual- 
ly a little spark or a tiny flame. 

“A wasted moment is like letting a 
match burn out in your hand. Rightly 
applied, it could have caused a flame 


MAKING ASSISTANCY SUCCESSFUL 





Permanent Staff of Agents Essential in 
Conjunction with Close Per- 
sonal Supervision. 





W. A. Tyler, of Detroit, who has 
made an exceptional record in as as- 
sistancy, says in telling of his success: 

My first object has always been to 
secure a permanent staff of agents, and 
after having done this, I keep close 
supervision over the work of each one, 
continually calling attention to his 
weakness, whether in the matter of 
collection or in writing both Industrial 
and Ordinary business. 

It is my aim to have each member 
of my staff secure an Industrial in- 
crease of 40 cents a week, and my as- 
sistance is aiways given with this end 
in view. 

I believe that my success is mainly 
due to the fact that I had but one final 
account last year, and | believe that if 
the Assistant will watch this part of 
his assistancy and prevent finals by 
giving especial attention to any agent 
who is going badly, his success will be 
assured. 





GOODALE GOES WITH CHEROKEE. 

C. A. Goodale, vice-president and 
general manager of the Lone Star Life 
of Dallas, has severed his connection 
with that Company, and became asso- 
ciated with the Cherokee Life of Rome, 
Ga., as branch manager at San Antonio, 
under western Agency Director 8. C. 
Pandolfo. Agency Director Lioyd 
Damron was in Dallas last week and 
made the appeintment. 





that err have started a ‘ashe trail 
to success. 

“Be thrifty of your time. Every hour 
holds not only possible actual business, 
but also potential future business.” 
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AN ASSEMBLYMAN SEEKS FAME. 

When the little back county assem- 
blyman in the State legislature, who is 
as ambitious as he is insignificant, 
wishes to get the attention he covets, 
he draws up some remarkable Dill or 
presents startling resolutions and there- 
by achieves the smiles of his fellow 
legislators and five inches in the news- 
papers. The five inches of publicity 
is what he was aiming at although he 
hoped for six. 

An instance of this kind of legislation 
occurred in New Jersey last week. An 
assemblyman presented resolutions call- 
ing for a wholesale investigation of 
life insurance, especially industrial life 
insurance. It was unknown to this 
assemblyman evidently that the busi- 
ness of life insurance is constantly 
under the careful scrutiny of not only 
one State insurance department, but 
all of them; that through the National 
Convention of Insurance Commission- 
ers and its various committees, the 
business of looking after the public in- 
terest insurancewise, is thoroughly and 
efficiently organized; that the present 
machinery for supervising and examin- 
ing the insurance companies is far 
more complete and efficient than any 
one State or committee of legislators 
could provide, even if the committee 
was headed by a certain assemblyman. 

This enterprising young man likewise 
doubtless never heard of William T. 
Emmet, former superintendent of in- 
surance of New York State, who, in 
discussing present-day life insurance 


and the methods of the companies in 
conducting the business, differed with 
the aforementioned, misguided assem- 
blyman in the following words: 

I couldn’t for the life of me think 


of any particularly reprehensible prac- 
tice of a general character, connected 
with the business of life insurance, at 
which my thunder-bolts could with any 
fairness be directed, nor do I see what 
possible legislation I could propose at 
the present moment which would ma- 
terially improve the business in the 
slightest degree. Long live the institu- 
tion of life insurance as it now exists 
in America! Thoughtful people will 
agree, I think, in saying of it “Esto 


” 


perpetua! 





DEFECTIVE ELECTRIC WIRING. 

Appreciating the serious menace to 
life and property of defective electric 
wiring, underwriters for years have 
been endeavoring to educate municipal 
officials to the need for adopting rigid 
standards in this respect; work in 
which they have not been wholly suc- 
cessful. 

The Indiana fire marshal holds poor 
electric wiring responsible for a prop- 
erty loss of $147,503 in that State dur- 
ing the past eight months. The figures 
given apply only where it has been 
possible to directly trace the cause of 
fires; doubtless the same hazard is re- 
sponsible for many other fires, in 
which all evidence of the cause is de- 
stroyed. 

Insurance men have long realized the 
danger of poorly manufactured or 
poorly installed electrical equipment, 
and in so far as lay within their power 
have sought to check the evil. While 
steady improvement is being shown it 
yet remains true that the electrical 
hazard in many mercantile and resi- 
dence properties constitutes a serious 
menace and will so continue until muni- 
cipal authorities adopt and enforce 
proper safeguards. 





LIQUIDATION BUREAU 





Other States Attracted by Success of 
New York Department Eliminating 
Costly Receiverships. 





The New York Insurance Department 
is doing such splendid work with its 
Liquidation Bureau in _ eliminating 
costly receiverships that other States 
are bringing the question of State 
iiguidation to the attention of their 
legislatures. 

In answer to Commissioner Hardison 
of Massachusetts the New York Insur- 
ance Department has written an ex- 
pianation of why the State is able to do 
the work so much more cheaply than 
under the old system. The chief of the 
Liquidation Bureau acts as a substitute 
both for receivers and receivers’ at- 
torney. As an expert he is familiar 
with all kinds of insurance transacted 
by companies coming into liquidation 
and can get to the seat of trouble at 
once instead of having to give the sub- 
ject months of study. As a result he 
has wound up the affairs of fifteen co- 
operative fire insurance companies, in 
nearly every case paying debts in full 
and not falling below 96 per cent. in 
any case, while of the many liquida- 
tions of such companies that went be- 
fore him only one receiver was able to 
raise enough money to pay more than 
the expenses of the proceeding. 

In the case of the Peoples Mutual Life 
Company of Syracuse $2,870,472.47 was 
paid to policyholders at an expense of 
less than one per cent. whereas pre- 
vious liquidations on the same scale 
cost 10 per cent. or more than ten 
times as much. The Bureau being a 
permanent one with other work to do, 
only actual expenses are charged 
against the companies in course of 
liquidation whereas receivers would 
have to maintain costly organizations 
even though little work was to be done. 
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A. C. HEGEMAN. 


A. C. Hegeman, who was elected 
president of the Fire Brokers’ Associa- 
tion of New York at a meeting this 
month, has spent his entire business 
career in the New York insurance dis- 
trict. He started as an office boy for 
the old firm of Anderson & Stanton, 
then one of the most important broker- 
age concerns on the street. This was 
in 1881. In 1892 the firm was dissolved, 
being succeeded by George A. Stanton 
& Company, and E. C. Anderson Com- 
pany, Mr. Hegeman becoming a partner 
in the latter. The E. C. Anderson 
Company specialize in manufacturing 
risks, in hotel business and in use and 
occupancy, being one of the first broker- 
age companies to write use and occu- 
pancy. The Hotel McAlpin, with $4,- 
500,000 insurance on building, and $1,- 
000,000 on contents, is controlled by the 
E. C. Anderson Company. 


* * * 


John B. Stone, of Pittsfield, Mass. 
was the recipient last week of many 
congratulations from friends, associates 
and the officers of the Berkshire Life, 
on the fortieth anniversary of his con- 
nection with the Company. For more 
than thirty years Mr. Stone hag been 
general agent at Pittsfield for the Berk- 
shire Life and in that time his agency 
has written over $23,000,000 of insur- 
ance. Mr. Stone is a 32d degree Mason, 
a member of Mystic lodge, Berkshire 
Royal Arch Chapter, Berkshire coun- 
cil, Berkshire commandery, Knights 
Templars, Shriners, Park Club and 
Pittsfield lodge of Elks, of which he is 
charter member No. 6. Mr. Stone receiv- 
ed many telegrams and letters of con- 
gratulation, and large bouquets of 
flowers adorned his desk. 

se 8 


Harry C. Mitchell, general manager, 
and J. Horace Shale, manager of claims 
for the Commercial Casualty Company, 
of Newark, have returned from a five 
weeks’ trip to Europe. It is amazing 
the ground one can cover in that 
length of time and Messrs. Mitchell 
and Shale took advantage of every 
minute, going to London, Paris and 
many other cities, and taking the 
Rhine trip. The Commercial Casualty 
has been showing a considerable in- 
crease in business every month. The 
Company has a remarkably strong hold 
on agents and brokers in three States, 
aud makes money in all departments. 

~ . ? 


Willlam T. Emmet has written a 
letter to representatives of the New 
York Insurance Department, thanking 
them for a gold watch and chain which 
they presented to the retiring super- 
intendent. 





Frederick C. Parsons, comptroller of 
the Pittsburgh Life & Trust, does some 
very clever work occasionally with 
his pen—or does he use a typewriter? 
Recently there was a contest between 
the Ohio and the New York staffs on 
volume of business and the “boys” are 
now laughing over Brother Parsons de- 
scription of the contest: 

“Naw, there ain nothin’ new ’cept the 
dog burned his tail in the fire last night 
and hollered so Dad put him out of 
the house and Mom spilled the beans 
and the girl burned the coffee and sister 
put salt in the sugar bowl and Dad felt 
mean and burnt his fingers lightin’ his 
pipe and Mom said he was a fool and 
he said ‘tell him somethin’ he didn’t 
know’ and then he went out on the back 
porch and talked to the dog and I felt 


_ Sorry and went out with them and said 


*‘What’s the matter, Pop?’ and he said 
it was a sad story, but ‘once there was 
some boys lived in Ohio and they grew 
to be so big and strong and fat by eatin’ 
‘challenges’ that one day they coffed 
and coffed and coffed up a ‘challenge’ 
and it flew over to the Nu York’s back 
yard and sat down on a tree and scared 
the Nu York fellows plumb stiff and 
some of ’em run away and some of ’em 
stayed and tried to kill it and threw 
stones at it and when they had nocked 
it offen the tree they waited to beat 
it to death but it was the biggest and 
toughest bird the Ohio boys had ever 
coffed up and it got away from the Nu 
York fellows. Some of ’em felt awful 
bad, but they wont be so many run off 
next time the ‘challenge’ flies over in 
Nu York ’cause they almost had’m 
skinned this time.” 
” ~ * 

William B. Joyce, president of the 
National Surety Company returned to 
New York some days ago, from a short 
outing in Southern Europe. A hard 
worker at home, Mr. Joyce’s only effec- 
tive means of securing the rest impera- 
tively required, is to go abroad, where 
contact with office affairs is well-nigh 
impossible. 

x . 

H. A. Davies and C. J. Wernau, two 
agents of the Metropolitan Life were 
recently given a dinner by Vice-Presi- 
dent Haley Fiske in recognition of 
thirty years of continuous service with 
the Company. They are both in ths 
Paterson, N. J. district. Mr. Davie’s 
father also worked as an agent in the 
same district. 

* * 

Edmund P. Melson, president of the 
Missouri State Life has just returned 
from a trip through Arkansas and to 
Kansas City on agency and investment 
business. 

* oe a 

Fred W. Revoice, general agent for 
the Missouri State Life at Denver, does 
team work with Mrs. Revoice, who is 
as much interested as he in writing 
business. Recently Mr. Revoice was 
sick but the applications continued to 
come in to the home office of the Mis- 
souri State from Denver, for Mrs. Re- 
voice was “on the job.” V. for W.! 

* + - 

Victor Roth, secretary of the Security 
Fire of Connecticut, returned to New 
Haven some days ago after an extended 
swing through the South and South- 
west. The Company operates in the 
Southern field through department 
offices at Atlanta. 


Arnold Grosvenor Bradley has been 
made manager of the General Accident 
Fire and Life Assurance Corporation 
for Dublin, Cork and South of Ireland, 
succeeding T. Reid, who has retired on 
pension. Mr. Bradley has been with 
the General for eight years. 

ses 

John R. Hegeman, president of the 
Metropolitan Life, is op his annual trip 
abroad, during which he will visit the 
Marienbad baths. 




















April 16, 1914. 


THE EASTERN UNDERWRITER 




















| Fire Insurance Department 





INSURANCE CIVIL SERVICE 


TALK OF VIEHMANN AND NAULTY. 








Names Being Discussed for Members of 
Jersey Board to Examine Agents 
and Brokers. 





New Jersey insurance men were re- 
lieved when both branches of the State 
legislature adjourned last week. The 
Richards’ anti-compact measure and the 
bill limiting reinsurance were killed in 
committee. The companies had a nar- 
row escape regarding the anti-compact 
bill, which at one time seemed sure of 
passage. The agents’ and brokers’ 
qualification bill did go through, how- 
ever, the house reconsidering its action 
in voting against this measure. 

The Eastern Underwriter has already 
printed the text of this bill, which pro- 
vides that an examining board of three 
be named to pass upon applications for 
agents’ and brckers’ licenses. This 
poard will meet four times a year and 
must consist of an officer of a fire in- 
surance company, a lacal agent of more 
than five years’ experience and a rep- 
resentative of the Department of Bank- 
ing and Insurance. New Jersey fire in- 


“surance men believe that George A. 


Viehmann, president, of the New Bruns- 
wick Fire, and William S. Naulty, of 
Jos, M. Byrne & Co., Newark, will be 
two members of the examining board. 
The bill had the backing of the New 
Jersey local agents’ association, which 
made an interesting argument for the 
measure. 





FACTORY MUTUALS SUE U. S. 





Have Been Compelled to Pay Tax on 
Basis of Entire Premium 
Deposit. 





Suits against the United States Gov- 
ernment, aggregating $150,000, were 
entered this week in Providence, R. I., 
by the following factory mutual fire in- 
surance companies: Manufacturers,’ 
Rhode Island, Enterprise, State, Amer- 
ican, and Mechanics’. 

Henry G. Frost, an attorney, when 
asked for a statement regarding the 
litigation said: 

“The Factory Mutual Insurance Com- 
panies have no capital stock and employ 
no soliciting agents and, therefore, 
eliminate from the cost of insurance, 
dividends to policyholders and commis- 
sions to agents. In the beginning of 
the term of insurance the insured is re- 
quired to pay in cash a gross premium 
deposit, which is about 14 times the 
actual cost of the insurance. At the 
end of each year the losses, expenses 
and taxes for the year are pro rated 
among the various risks in proportion 
to the amount of premium deposit. The 
balance of the premium deposit remain- 
ing after deducting the pro rata share 
of the cost is then returned to each 
policyholder. These returns have been 
averaging about 93 per cent. of the 
original premium deposit, this excess 
being used merely as a security against 
unusual losses. The United States 
Government, under the corporation tax 
law of 1909, has compelled these com- 
panies to pay a tax on the basis of the 
entire premium deposit instead of on 
the 7 per cent. which has been the total 
cost of insurance to the insured and 
which the companies claim is the only in- 


‘come received by them. These taxes have 


been paid under protest and the suits 
are now brought to recover them back. 
We shall soon enter similar suits for 
companies located in Philadelphia and 
Baltimore.” 





ALLEGHENY COUNTY BOARD. 
To date 90 of the 160 fire insurance 
companies operating in Pittsburgh have 
Signed the re-organization agreement 
Proposed for the Allegheny County 
Board. 
Recent pledges have been received 


from the Germania, American of New- 
ark, Royal Exchange, Nord-Deutsche 
and the Newark Fire Insurance compa- 
nies. 

To make the agreement operative, 
the consent of at least 90 per cent. of 
the companies represented in the terri- 
tory is required. 





AGENCY STARTS SCHOOL. 





Employes of J. Lehrenkrauss Sons in | 


Brooklyn Hear E. W. De Leon, E. 
R. Hardy and Others. 





The insurance agency of J. Lehren- 
krauss’ Sons, Brooklyn, recently or- 
ganized an “Insurance Institute” 
had a series of lectures on pertinent 
topics delivered before its staff, con- 
sisting of about twenty-five employes. 
John M. Boylan arranged the program. 

The opening address was given by E. 
R. Hardy, of the New York Fire Insur- 
ance Exchange. Francis O. Affeld, Jr., 
a New York insurance lawyer, discussed 
the “Standard Policy.” Edwin W. De 
Leon, president of the Casualty Com- 
pany of America, gave a talk on “Cas- 
ualty Insurance.” Other topics covered 
were the following: 

“Forms and Clause,” “Business Eng- 
lish and Correspundence,” “Losses and 
Adjustments,” and “Principles of Busi- 
ness Insurance.” 

Mr. Boylan made a unique record 
in this course. Two speakers other 
than those mentioned failed to show up 
and ‘Mr. Boylan jumped into the breach 
and covered their subjects satisfac- 
torily. 





SECRETARY OF ALLEMANNIA. 





Charles B. Reiter Succeeds the Late C. 
P, Kellerman—Policy of Com- 
pany Unchanged. 





As was confidently expected would 
be the case, Charles B. Reiter, the for- 
mer assistant secretary of the Alle- 
mannia Fire, of Pittsburgh, was elected 
secretary of the Company some days 
ago in succession to the late Charles 
F. Kellerman. 

(Mr. Reiter has been in the fire insur- 
ance business for the past forty years, 
and since 1904 has been assistant sec- 
retary of the Allemannia. The long 
established underwriting policy of the 
Company will be continued by the new 
secretary. 





SUES RAILWAY FOR LOSS. 





Test Case Filed Against Illinois Cen- 
tral in Louisiana—$50,000 
At Stake. 





Insurance men in Louisiana are tak- 
ing a lively interest in the action 
brought by Mrs. Klotz, of Independence 
against the Illinois Central Railway to 
recover for the burning of her hotel 
nearly a year ago. The case is a test, 
and if successful additional suits aggre- 
gating $50,000 will be brought it is said. 

The plaintiff alleges that the fire 
was caused by sparks from a passing 
locomotive, while the railway company 
contends that Mrs. Klotz was negligent 
in continuing use of a flue which had 
been condemned by the State Fire Pre- 
vention Bureau. 





FOR GOVERNING LOCAL BOARDS. 





State Association Considers New Con- 
stitution for Agents Or- 
ganizations. 





Members of the Underwriters Asso- 
ciation of New York State at their quar- 
terly meeting on Tuesday, considered 
among other matters, the adoption of 
a revised constitution for the Govern- 
ment of local boards throughout the 
territory. 
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5000 Agents sell NATIONAL UNION Fire Insurance-do YOU? 








NATIONAL UNION 


Fire Insurance Co 


/ 300 Million Dollars is the annual 
cost of the American Ash Heap— 
despite the best efforts of fire fight- 
ing facilities. It takes time to reach 
a fire—and time to extinguish it. The 
loss occurs in the interim—and that’s 
exactly where a NATIONAL UNION 
policy operates automatically as an in- 
stant protector. 
| QUALITY SERVICE—it gets it frem the 
NATIONAL UNION, which offers the ad- 
vantages of this service to good Agents 
in open territory, who desire more of 
a personal touch and less of a 
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SAGAMORE HOTEL LOSS. 
Special Agent Thinks It Will Run Near- 
ly 90 Per Cent.—insurance 
of $195,000. 


The burning of the Sagamore Hotel 
on Lake George on Sunday was interest- 
ing to underwriters, for many reasons. 
The hotels in the Adirondacks have suf- 
fered a distinct loss in popularity. 
Where formerly many of them had to 
turn away guests, some of the largest 
of these places are now only half or 
quarter-filled. The Sagamore was a 
hotel that appealed to a high grade 
clientele and recently had advanced its 
rates. It is said to have been a profit- 
able venture. The loss on the Sagamore 
will run about 90 per cent., according 
to advices received from a special agent. 
The insurance was as follows: 


Lieb do wek a eG wen $5,000 
. 10,000 


American Cent, 
Continental 


CONSIDER RATE-MAKING. 





Important Subject Under Review by 
Insurance Commissioners—As to 
Loss Statistics. 

Earnest consideration was given by 
the special committee on Fire Insurance 
Rate-Making of the National Convention 
‘f Insurance Commissioners, at its 
meeting in Chicago on Monday and 
Tuesday, to the views of managing un- 
derwriters upon the subject. 

For a sub-committee of the executive 
committee of the National Board of Fire 
Underwriters, E. G. Richards addressed 
a lengthy communication to the com- 
missioners regarding rate-making, the 
details of which were discussed by the 
State officers in executive session. 

A plea was made by company men 
that the commissioners agree upon a 
uniform method of reporting fire losses, 
so that the present expensive and high- 
ly annoying practice of supplying differ- 
ent data to each of fourteen States be 
done away with. 





FUTURE OF AGENCY UNDECIDED. 
Following the death of Samuel B. 
Low, of Ellenville, N. Y., special agents 
of companies represented in the office 
met on Wednesday last to consider 
their future policy. No definite agree- 
ment was reached, though it is under- 
stood several agencies in the city are 
anxious to take over the business. 





MEN Goawesecewsaccscsecdse Mee 
TE Cath aired dior ve sewed e 10,000 
New Hampshire ............... 5,000 
Se ES ee 12,500 
Se Oe BRE. nwo crceccenisens 5,000 
MOegal, LAVETPOGE « ...66 00 cesesecs 5,000 
German-American .......... 10,900 
Og ee 4,500 
eee re 5,000 
> 2 ee eee 22.500 
Se 15,000 
EE 6 cadteas hae eh ew eas 7,500 
I e sekdtnie co hintesnawe 15,000 
SE. tetivvsakescavesaas 5,000 
1831———_1914 








THE Potomac INSURANCE COMPANY 


OF THE DISTRICT OF COLUMBIA 


Agents Wanted in 
Pennsylvania, West Virginia, Ohio 


Address HOME OFFICE - - 


(FIRE) 


and Illinois 
WASHINGTON, D. C. 
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Table Showing Remarkable Growth 


Among the many striking changes in the fire insurance business during the last ten years, perhaps none is more significant than the increase in the 
times greater in 1913 than in 1904. At the latter date but six companies had been admitted in New York State whilenow there are twenty-four, which are 


There is presented herewith the eight years’ figures by companies showing the net premiums received, the losses incurred and the ratio of loss. 


These 


amount of business is placed in non-admitted treaty companies, but rumor speaks of a number of such contracts and it may well be that their aggregate 


surance or surplus lines on American business. 


The statistics presented are comprehensive enough, however, to furnish much interesting speculation to 


In the figures given a steady growth in premiums will be noted, also a steady growth in loss ratios, that is, considering the fact that each year has seen 
the high figure of 58.3 in 1913 as against a combined loss ratio for all companies of 52.7. It is generally considered that a loss ratio in excess of 60 per cent. 


——1906—— 
Premiums. 
Balkan Nat’l .......... 
BUISATIAR 62 ttcccce S een 
Cologne ... $632,647 $263,536 
ee SS ee ce neeae 
Frankona .. 
Inter., N. Y. 
Inter Re. .. 
FORO .0ccce 
Minerva 
Moscow ... 
Munich .... 3,519,565 
Nor. Moscow . 
Paternelle . 
Reassce Co. 
Rossia .... 
Russian Re. Lapenem 
Salamandra 1,260,733 
Second Rus. 
Skandia ... 
So. German 
Swiss Nat'l .. 
Swiss Re. . 
Un. & Phenix 
Warsaw ..... 


eter eee 


3,069,453 


eeeeeee 





$10,951,316 $10,237,484 95.9 


Losses. Ratio. 


“41.6 ‘$1,202,202 


941,736 62.0 
3,884,101 110.3 
3,042,458 99.1 
974,036 77.3 2,224,238 
" 951139 1,131,617 118.9 


——19907—— 
Premiums. Losses. Ratio. 
(627,685 52.3 
526,536 96,179 18.2 


722,992 69.1 
2,067,214 «51.6 


1,223,291 
4,004,269 


1,840,612 53.8 
96,377 18.2 
908,304 40.8 


3,416,938 
528,744 


1,068,017 543,627 0.9 


$14,193,235 $6,902,990 48.6 





——1908——— 
Premiums. Losses. Ratio. 
1943,014 $526,378 55.8 
585,469 285,902 48.8 
70,670 "9,668 13.6 
1,161,041 668,271 67.5 
4,052,303 2,547,986 62.8 
3,524,434 1,919,777 54.4 
650,012 300,693 46.2 
2,558,024 1,206,176 47.1 
1,055,646 594,483 56.3 
$14,600,613 $8,059,334 65.2 





-——1909——_ 

Premiums. Losses. Ratio. 
935,003 442,109 47.2 
642,108 304,300 47.4 

1,921,890 386,507 20.1 
1,316,540 420,743 32.9 
1,545,751 712,087 46.0 
4,524,816 2,371,909 52.4 
3,954,532 2,080,351 52.6 
985,756 400,058 40.5 
1,409,424 1,097,030 77.8 
1,104,726 617,477 55.9 
$18 340,546 $8,832,571 42.7 





ADVICE TO INSPECTORS. 





Don’t Be Afraid to Ask Questions of 
Owners or Managers, Says 
F. M. Griswold. 





In his talk on “The Inspector and the 
Insured,” delivered before the Insurance 
Society of New York, F. M. Griswold, 
general inspector of the Home Insur- 
ance Company, had the following to say 
regarding the insurance inspector who 
wants information: , 

“T am led to caution against that false 
pride which prevents the open acknow- 
ledgement of ignorance in relation to 
anything coming under observation, and 
cite for your encouragement that trite 
aphorism which admonishes us that ‘the 
realization of ignorance is the founda- 
tion of wisdom;’ hence, as it is not 
given to any man to know everything, 
the wise inspector, when confronted with 
new and novel conditions, will evidence 
his wisdom by admitting his ignorance, 
and gain knowledge by asking questions 
and seeking explanations as to process- 
es, causes and effects which may be 
new to him. 

“In my experience I have found a con- 
fession of ignorance of almost inesti- 
mable value under such conditions, and 
have learned much by throwing myself 
upon the generosity of the insured for 
enlightment, finding them in almost 
every instance both willing and compe- 


tent instructors when properly ap- 
proached. 

“Unless the inspector is_ skilled 
enough to comprehend all of the hazards 
incident to the risk to be inspected with- 
out assistance from those familiar with 
the plant, he should seek to be accom- 
panied by the proprietor, manager or 
other person in authority during his 
tour of inspection, in order to be en- 
abled to point out defects as developed 
and to secure information as to hazards 
and conditions, the nature of which is 
not self-evident; when so accompanied, 
the inspector should realize that the 
absence of his guide from regular duties 
must entail expense upon the insured, 
but at the same time, should not permit 
himself to be unduly hurried in his 
work, as the value of the ‘formal re- 
port’ to be made depends upon the ful- 
lest comprehension of the matters in- 
vestigated; take time enough to make 
the fullest notes of all conditions affect- 
ing the risk and influencing your con- 
clusions at the time such matters come 
under your observation.” 





THE WILBES-BARRE SITUATION. 

Local agents of fire insurance com- 
panies in Wilkes-Barre, Pa., have not 
yet been served with the warrants 
which were issued by the Mayor of the 
city against every board agent in 
town. The insurance men do not know 
what the Mayor intends to do, as it is 
nearly three weeks since he went to 
a police court judge and asked to have 
the warrants issued. 


WISCONSIN INSURANCE FUND. 





Normal School Fire Took $94,500 from 
Surplus of $103,909—Report of 
Commissioner. 





Commissioner Ekern, of Wisconsin, 
has issued a report on the State Insur- 
ance Fund, showing a surplus in th2 
fund over the liabilities for unearned 
premiums and for the transfer from the 
general fund at the beginning of 1914 
of $103,909, and a total premium in- 
come for the last year of $69,607. Ths 
total assets of the fund at the end of 
the last year were $216,851; total 
losses, $5,728; and total expenses of 
$1,738. 

The ‘Normal School Fire. 

The report is particularly interesting 
in view of the recent fire that destroyed 
the Superior Normal School. 

As the total insurance on the Su- 
perior Normal is $34,500, it appears that 
this can all be paid from the surplus 
in the fund. The grewth of the State 
property is strikingly illustrated by the 
table showing a value on July 1, 1903, 
of $6,283,900, and on July 1, 1913, of 
$18,968,465.65, the amount having almost 
trebled in ten years. This is exclusive 
of the county property insured in the 
fund, amounting in value to $2,159,- 
606.34. Ths total insurance carried f 
$18,423,244.97. The loss ratio for the 


past year was 8.2 per cent., and the ex- 
pense ratio was 2.5 per cent. 
Twenty-two counties have now elected 
to take their insurance under the fund 
and about fifty cities and villages and 
school districts are contemplating plac- 
ing their insurance in the fund. Some 
already have taken this action. 





WILL NOT COLLECT FINES. 





Position of Middle Department Associa- 
tion Fegarding Local Boards— 
Quarterly Meeting Yesterday. 





The Underwriters Association of the 
Middle Department has notified mem- 
bers that it will not assist in the col- 
lection of any fines for non-attendance 
imposed upon any members of a local 
board. 

The last quarterly meeting of the 
Association took place in Philadelphia 
yesterday afternoon. One subject up 
for discussion was the proposed change 
in reference to the value clause: 

“Unless otherwise provided no clause 
or wording establishing a basis of ad- 
justment or determination of values 
other than provided in the standard 
policy shall be used as a part thereof.” 

At the meeting yesterday President 
Innes, of the Association, who resides 
in Wilkes-Barre, explained about the 
clash between the manager of Wilkes- 
Barre and the local agents over rates. 





OF NEW YORK. 


company for an agent. 





Home Office, 


Western Office, 
332 SO. LASALLE ST., CHICAGO. 





Continental Insurance Company 
The best company for a policyholder is the best 
HENRY EVANS, President. 


80 MAIDEN LANE, NEW YORK. 


Fidelity-Phenix Fire 


Western 








OF NEW YORK. 


The assured places the responsibility on the 
agent; a Fidelity-Phenix policy relieves him of it. 


HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


137 SO. LASALLE ST., CHICAGO. 


“An Agent Is Known by the Companies He Keeps” 
Fidelity (Fire) Underwriters 


Insurance Company 


fairness. 





Office, 








Combine the assets of two of the largest com- 
panies with the highest sense of liberality and 


Combined Assets $42,586,574 
Policyholders Surplus $23,743,555 


80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


OF NEW YORK. 





Home Office, 


Western Office, 
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of Fire Reinsurance In This Country 


number of 
operating in the State, 


reinsurance treaty companies doing business in this countryand the tremendous growth in their premium income, which was nearly five 


figures are taken from the New York reports and therefore include only such companies as are admitted to this State There is no means of finding out what 
premiums amount to a considerable sum. The Spectator chart gives a list of over one hundred foreign companiesthat are supposed to be writing rein- 
company Officials, local agents, brokers and other students of underwriting. 


the admission of new companies with the naturally low loss ratio on their first year’s premiums. 


The combined loss ratio of this class of companies reached 


for treaty companies means no profit so that a quite serious condition as to hope of profit confronts them if 1914 should prove a bad year. 


























York, German-Alliance, 


——1919— ——1911—— 1912——_ 
Premiums. Losses. Ratio. Premiums. Losses. Ratio. Premiums. Losses. Ratio. 
$57,199 $5,070 8.8 $1,073,891 $291,851 27.1 $1,354,911 $801,911 61.6 
i iacaioem dict oneseé mine sasenee ibaieaidiah pe 712,922 206,426 28.9 
877,003 461,747 52.6 1,161,985 662,190 57.0 1,060,394 672,565 63.4 
674,213 344,102 61.0 911,630 413,015 45.3 1,134,754 602,655 63.1 
otanas aad = 27,222 37,941, 139.4 235,519 88,965 37.7 
2,026,944 1,093,984 63.9 2,920,833 1,605,847 54.9 3,895,289 1,880,405 48.3 
1,779,561 861,112 48.4 1,895,718 1,081,391 57.0 2,559,276 1,273,073 49.7 
reeeees poaeeas or rrr js iene ia pide 553,884 121,675 20.9 
1,668,902 858,328 61.4 1,591,619 925,168 60.1 1,597,078 950,494 59.5 
4,848,583 2,729,102 56.3 5,004,871 3,019,875 60.3 5,340,491 3,205,182 60.0 
eee e Sieneee ease 147,856 30,652 20.3 460,163 174,196 37.8 
einem a einipaiice eave 335,564 87,253 26.0 1,054,969 414,618 28.9 
3,939,704 2,219,642 56.3 4,784,851 2,609,547 54.5 5,259,360 3,437,030 65.3 
1,078,597 532,342 49.3 1,053,117 589,491 56.9 1,105,267 608,044 55.0 
1,725,236 866,868 60.2 1,855,801 888,686 87.9 2,404,984 1,392,812 57.9 
1,101,593 565,626 §1.3 1,118,452 626,645 56.0 1,169,260 641,406 54.8 
catunwe drenaieie aire 367,054 46,791 32.7 685,839 282,885 41.2 
caiekew ndieden a re 675,219 197,169 29.2 1,183,754 519,725 43.9 
89,067 3,673 4.1 655,154 154,762 23.6 716,003 365,579 61.0 
227,699 41,941 18.4 825,623 305,608 37.0 1,012,812 501,939 49.5 
sates taneous pares 162,156 22,798 12.5 900,130 346,544 38.5 
$20,094,301 $10,583,537 62.6 $26,570,616 $13,596,080 51.2 $34,397,059 $15,488,167 63.7 
| A XI M J M LI N R R | ¢ UJ R R N tional, British-America, Western As- $40,000; Minerva, $15,000; Munich, 
surance, $75,000; Providence-Washing- $30,000; Nationale, $40,000; Nether- 





THE LIMIT ON SINGLE HAZARD. 





Interesting Statistics About Carrying 
Power of Fire Insurance Companies 
Made Public By Connecticut. 





In the annual report of Commissioner 
Mansfield, of the Connecticut Insur- 
ance Department, are the answers of 
fire insurance companies to the follow- 
ing question: 

“What is the largest gross aggregate 
amount insured in any one hazard lo- 
cated anywhere in the United States, 
without any deduction whatever for re- 
insurance whether the same be in ad- 
mitted or non-admitted companies?” 

The answers of the companies follow: 

Over $300,000. 

Continental, $570,000; Aetna, $325.- 
000; German-American, $612,666; Home. 
$600,000; Liverpool & London & Globe, 
$928,000; North British & Mercantile. 
$557,280; Royal, $550,000. ; 

$280,000. 

Security of New Haven. 


50,000. 
Phoenix of Hartford, Fidelity-Phenix, 
Firemen’s Fund, Northern. 


Hartford, Connecticut Fire, National 
of Hartford, Fire Association, Germania, 
Insurance Company of North America, 
Queen of America, Commercial Union, 

From $115,000 to $166,000. 

London Assurance, $166,000; Com- 
monwealth, New Hampshire, Niagara, 
Scottish Union & National, $150,000; 
North British & Mercantile, of New 
York, $140,000; Camden Fire, $130,000; 
American of Newark, Firemen’s of New 
Jersey, $125,000; Pennsylvania, $120, 
000; Nord-Deutsche, $115,000. 

$100,000. 

Automobile Insurance Company of 
Hartford, Orient, Agricultural, Ameri- 
can Central, Boston, Glens Falls, Globe 
& Rutgers, Hanover, Milwaukee 
Mechanics, National Union, Northwest- 
ern National, Springfield F. & M., Cale- 
donian, Hamburg-Bremen, Law Union 
& Rock, London & Lancashire, Pala- 
tine, Phoenix of London, Royal Ex- 
change, Sun, Svea, Union-Assurance. 

From $75,000 to $85,000. 

Standard of Hartford, City of New 

Peoples Na- 








ton, $85,000. 
$90,000. 

Aachen & “Munich, Atlas, Norwich 

Union. 
$50,000. 

Assurance Company of America, Con- 
cordia; County of Philadelphia, $50,000; 
Detroit F. and M., Humboldt; L. & L. 
& G. of New York; Massachusetts F. & 
M., National-Ben Franklin; Newark 
Fire; North River, St. Paul F. & M., 
United Firemens, Westchester, Wil- 
liamsburgh City; Yorkshire, Buffalo 
German, Commercial Union of New 
York. 

Less than $50,000. 

Equitable F. & M., $40,000; Franklin, 
$30,000; German of Pittsburgh, $40,000; 
Girard, $35,000; Granite State, $30,000; 
Insurance Company of State of Penn- 
sylvania, $40,000; Lumber Insurance 
Company, $32,300; Mechanics & Trad- 
ers, $25,000; Michigan F. & M., $40,000; 
National Brewers $10,000; National 
Lumber $20,000; New Brunswick, $30,- 


, 400; Northern of New York, $35,000; 


Old Colony, $30,000; Pelican, $20,000; 
Reliance, $25,000; Rhode Island $40,000; 
Teutonia, $40,000; United States, $40,- 
000; Western of Pittsburgh, $30,000; 


lands, $30,000; Phenix of France, $40,- 
000; Prussian National, $30,000; Rossia, 
$34,300; South German, Re., $30,000; 
State, $25,000; Swiss National, 20,000; 
Union of Paris, $40,000; Allemannia, 
$20,000; Arlington, $31,500; Caledonian- 
American, $20,000; Capital, $25,000; 
Colonial, $30,000; Commerce, $20,000; 
Detroit National, $30,000. 





GOES WITH GERMAN-AMERICAN. 

The German-American Insurance Com- 
pany has appointed Harry E. Parker, 
who has been connected with the 
Southern Department office, managed by 
Dan B. Harris, of Atlanta, as special 
agent for Alabama. Mr. Parker is a 
capable field man being thoroughly ac- 
quainted with the conditions in the 
southern territory and will no doubt 
prove a valuable addition to the German- 
American force. He will make head- 
quarters at No. 1406 American Trust 
Building, Birmingham. 





“Legislation” was the subject of an 
address delivered before the Fire In- 
surance Club of Chicago, by O. B. Ryon, 
general attorney for the National Board 





- —-1913—_ 
Premiums. Losses. Ratio. 
$1,862,700 $1,081,281 68.0 
1,261,578 759,585 60.2 
1,186,176 646,749 64.5 
1,127,338 618,040 64.8 
276,304 152,906 66.3 
3,700,740 2,453,661 66.3 
33,901 oseutee oe 
2,502,350 1,594,900 63.7 
589,143 275,182 46.7 
1,599,403 967,913 69.9 
5,698,479 3,561,910 62.3 
795,777 396,932 49.9 
633,088 edecses eeee 
1,350,691 832,156 1.6 
5,800,250 3,636,644 62.7 
1,105,164 645,707 68.4 
2,420,470 1,562,123 64.1 
638,712 656 68.3 
1,203,377 695,309 67.8 
611,666 318,068 62.0 
1,380,416 743,425 53.9 
769,667 423,878 66.1 
1,153,024 649,754 56.3 
616,398 372,927 69.5 
$38,321,812 $22,359,701 68.3 





FIREMEN STAY—RIOT FOLLOWS. 


Scranton underwriters are discussing 
a riot in the Tabernacle of that city a 
few days ago when “Billy” Sunday, the 
sensational evangelist, insisted that 
firemen stationed in the building by 
order of the Fire Chief should depart. 
There were 4,000 women inside and 
thousands more trying to enter. The 
firemen refused to leave, whereupon 
Sunday and his cohorts delivered tirades 
against the city administration. 





SUIT OVER STOLEN AUTO. 


An interesting case in the Philadel- 
phia courts hinges on the allegation of 
the Williamsburg City Fire Insurance 
Company that a motor car was pur- 
chased by the S. & F. Motor Company 
despite the fact that the police gave 
notice that the car had been taken by 
thieves. 

The insurance. company sues to re- 
cover $436 expenses incurred in recover- 
ing the stolen automobile. 





Robert Adamson, the new Fire Com- 
missioner of New York City, showed his 
versatility on Monday night of this week, 
when he presided at the meeting of a 
suffrage organization. Mr. Adamson, by 





Balkan National, $25,000; Bulgaria, of Fire Underwriters, on Tuesday the way, has made an unusually favor- 
$20,000; Cologne, $35,000; General, evening. able impression upon fire underwriters. 
.DEI A. Krouse & C TE 
PHILADELPHIA Clarence A. Krouse 0. NEW JERSEY 


325 Walnut Street 











GENERAL INSURANCE AGENTS 
PENNSYLVANIA == NEW JERSEY 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 





With over twenty-five years continuous experience, we are thoroughly qualified to 


properly safeguard your clients interests 
Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 


Stone Harbor and Haddonfield 
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BROKERS’ ACTIVITIES 


BROKERS-AGENTS COALITION 


UNIQUE MERGER IN BROOKLYN. 

















Overhead Writing by New York Firms 
to be Discussed at Meeting 
Across Bridge. 





The Brooklyn brokers’ association has 
made a proposition to the local agency 
association there to coalesce. The 
brokers have three hundred members. 
The agents’ association also has a 
strong membership. At a meeting of 
the brokers’ to-day (Thursday) the 
reply of the agents will be reported. 

While in many cities the brokers and 
the agents are at war, such is not the 
case in Brooklyn where the two are 
drawn together by the common enemy: 
the New York broker and agent. In 
Brooklyn the brokers are often agents. 
For instance, Benedict & Benedict in 
Brooklyn are agents for the Liverpool 
& London & Globe. Cavanagh & Kuhn, 
are agents for several companies, and 
Mr. Kuhn, of this firm, is president of 
the brokers’ association. 

Waterfront Question. 

The principal plaint against New York 
is that of overhead writing. There is 
also renewed discussion over the mooted 
waterfront question. As a rule the 
Brooklyn men cannot write the listed 
store houses on the waterfront. Mer- 
chandise reaches Brooklyn from fac- 
tories where it is stored for several 
days awaiting shipments to all parts of 
America and foreign ports. Naturally, 
this merchandise must be written in a 
hurry and sometimes the policies cover 
for only a few days. The companies 
have always contended that the natural 
place to write this business is in New 
York. 

Another subject for discussion at the 
Brooklyn brokers’ meeting to-day is that 
of workmen’s compensation. 

* a * 


How Mutuals Figure Losses and 
Expenses. 

Brokers are closely watching the pros- 
pectus of each new mutual compensa- 
tion company. The literature of the 
Mutual Payment Compensation Insur- 
ance Company, organized by C. B. 
Squire, T. A. Duffey and R. H. Squire, 
has been received on William street. 

The organizers of the Mutual Pay- 
ment Compensation Company estimate 
that the entire cost of-protection under 
their plan is as follows: Settlement of 
claims and legal expenses, 30 per cent.; | 
total operating expenses, 18 per cent.; 
total, 48 per cent. The average opera- 
tion expense of stock companies earl 
ing liability they estimate at 40 per cent. | 
of premiums. Their own expense ratio | 
they put down as 18 per cent. Contin- | 
uing their circular reads: 

“The payments for loss claims of the 
stock companies is about 50 per cent. | 
of premium income; the Inter insurance | 
plan, having none but selected risks, | 
should show a loss ratio of not more 
than 30 per cent. and there should be 
saved and credited to the individual em- 
ployer not less than 50 per cent. 
annually. 

“We should be glad to hear the answer | 
to one question: If the insurance com.- | 





cent. on the premiums collected, is it 
not a fact that under the law that forces 
employers to pay stipulated sums to 
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their employes when accidents occur, 
are they not paying twice the amount 
that the State demands?” 
The latest mutual being formed is 
among Staten Island risks. 
~ * * 


Burglary Co-insurance Clause. 

Brokers are wrestling with the co-in- 
surance clause on burglary policies. 
The fire brokers and agents have as a 
rule mastered the principles of co-in- 
surance, but to many brokers of burg- 
lary insurance the clause needs inter- 
pretation. 

* * = 
Non-Resident Brokers. 

A great deal is heard about the in- 
vasion into other territories of New 
York brokers. Among the non-resident 
brokers licensed by the New York In- 
surance Department are the following: 
Edward S. Anderson, Portland, Me.; 
Barker, Frost & Chapman Company, 
Toledo; Charles I. Brooks, Denison, 
Tex.; George D. Capen & Company, St. 
Louis; Critchell, Miller, Whitney & 
Barbour, Chicago; Davis-Securities In- 
surance Agency Company, Youngstown, 
O.; Durand-Leedom Agency, Milwaukee; 
De Blois & Eldredge, Newport; Eliel & 
Loeb, Chicago; Perry W. Flicker, 
Cleveland; M. J. Francisco & Son, 
Rutland, Vt.; Gilpin, Van Trump & 
Montgomery, Wilmington, Del.; Adam 
Gray, Cincinnati; Hall-Harter Agency, 
Akron, O.; William D. Hemenway, St. 
Louis; Robert Howard & Company, 
Montreal; F. D. Hirschberg & Company, 
St. Louis; Klee, Rogers & Company; 
Chicago; John P. Lauber, Baltimore; 
Hal E. Middleton, Calgary, Can.; H. J. 
O’Brien, Chicago; Schell, West & Com- 
pany, Cincinnati; J. M. Sowers, Cleve- 
land; Frank J. Willette, Detroit, and 
dozens of Pennsylvania, New Jersey, 
Massachusetts and Connecticut brokers 
and agents. 

© * a 


50 YEARS AN UNDERWRITER. 

St. Paul insurance men celebrated 
with a dinner, the fiftieth anniversary 
in insurance of W. G. Strickland, presi- 
dent of the Strickland-Doolittle Com- 
pany, of that city, on Saturday. 

Mr. Strickland was born in Hartford, 
Conn., April 10, 1849, and began his 
business life as a boy in the offices of 
the Phoenix Insurance Company of 
Hartford April 11, 1864. In October 
1871, after the Chicago fire, he went to 
Minnesota, entering the employ of the 
St. Paul Fire and Marine Insurance 
Company. He remained in that office 
for ten years before establishing his 
own agency. 
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NEW YORK CITY FIRE ALARM 
SYSTEM THOROUGHLY ANTIQUATED 




















Managing underwriters and _ local 
agents are greatly exercised over the 
number and seriousness of fires occur- 
ring in Greater New York, and are 
anxiously awaiting action by Fire Com- 
missioner Adamson that will improve a 
well-nigh intolerable condition. 

New York has an admirable fire de- 
partment in the main, the personnel of 
the force being the equal, if not the 
superior of any in the country. The 
fire extinguishing apparatus in use 1s 
thoroughly modern, and well distributed, 
while the water supply is abundant, 
especially in the down-town section 
where the high-pressure mains are in- 
stalled. 

In the light of this condition the 
steady increase in the loss record is 
hard to understand, and the conviction 
is growing among insurance men that 
the faulty alarm system is largely re- 
sponsible for the evil complained of. 

It’s a trite saying among firemen that 
five seconds in the early stages of a 
fire is worth hours of later effort, and 
every energy is properly centered in 
learning promptly of the incipient blaze, 
and reaching the scene of action with 
the least possible delay. 

A community may have, as New York 
fortunately possesses, the most ad- 
vanced extinguishing appliances, and 
yet if its alarm service be inadequate 
the efforts of the firemen are badly 
handicapped, and the community pays 
dearly for its policy of false economy. 

Subject Not a New One. 

As far back as 1904, just ten years 
ago, insurance men recognized that 
something was radically wrong with the 
fire alarm service of the metropolis, and 
the New York Board of Fire Under- 
writers appointed a special committee 
to investigate the subject, appropriating 
for the purpose $10,000, with which to 
employ expert engineering talent. 

The committee, of which Cecil Shall- 
cross, manager of the Royal Insurance 
Company, was chairman, selected as its 
experts John J. Carty and Kempster B. 
Miller, both men of the highest reputa- 
tion as electrical engineers, and spe- 
cialists in signalling methods and de- 
vices. 

After seven months of constant in- 
vestigation the engineers reported this 
conclusion: 

“The only remedy for the present 
state of affairs is to establish in the 
Borough of Manhattan a new fire-alarm 
system, separate and distinct from the 
present one; and that when the new 
system has been established and is in 
working order, the old one should be 
abandoned and dismantled.. 

“After dismantling, small portions of 
the old plant may be available for 
further use. The remainder will be of 
value as junk.” 

Meets General Approval. 

This scathing condemnation of the 
alarm service, attracted wide attention, 
as it was bound to in view of the dis- 
interested and high professional attain- 
ments of Messrs. Carty and Miller, and 
the city authorities promptly took offi- 
cial cognizance of it. 

Twenty-five thousand dollars was set 
aside by the Board of Alderman upon 
recommendation of the Board of Esti- 
mate, “for the purpose of providing 
means for the preliminary studies, plans 
and specifications for the building, 
establishment and equipment of a new 
fire-alarm telegraph system in_ the 
Borough of Manhattan.” 

Messrs. Carty and Miller, as the men 
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most competent to carry out the work 
in question, were employed by Fire Com- 
missioner Lantry in 1907. 

When the plans and specifications 
were completed, they contemplated the 
expenditure of $2,680,000. Because of 
this large amount the report was re 
ferred to the,chief engineer of the 
Board of Estimate, who was empowered 
to retain Samuel Sheldon, professor of 
electrical engineering of the Brooklyn 
Polytechnic Institute as consultant. 

In time Professor Sheldon reported at 
length, concluding with these words: 

“The whole fire-alarm system dis- 
closed in the specifications, schedules 
and drawings submitted to me, is, in 
my opinion, adequate to give in connec- 
tion with the superior personnel of the 
Fire Department, a service of the high- 
est order. The specifications call for 
the best type of construction and in- 
stallation, but no more expensive than 
is essential for reliable and satisfactory 
service. 

“In forming this opinion, I have con- 
sidered the serious hazard existing in 
Manhattan, and the enormous loss of 
life and property possible as the result 
of inadequate service, which might as- 
sume the proportions of a National 
calamity. 

“IT cannot refrain from felicitating the 
Fire Commissioner upon his selection of 
engineers for making these.plans, and 
wpon the manner in which their work 
has been performed.” 

Labor Lost. 

Instead of carrying into effect the 
recommendations prepared at a heavy 
expenditure of time and money by 
Messrs. Carty and Miller, and endorsed 
in every respect by those most compe- 
tent to pass upon them, the plans were 
laid aside by the city administration, 
and the whole work went for naught. 

Successive fire commissioners have 
had engineers review the fire alarm sys- 
tem, and prepare plans for modernizing 
it, only to discard then in turn, and have 
the work gone over again and again. 

Underwriters and taxpayers generally 
have a right to insist that preliminary 
studies and the duplication and redupli- 
cation of specifications for fire alarm 
systems cease, and instead action look- 
ing to putting the plans into execution 
be adopted. The property interests at 
stake aggregate billions of dollars in 
value, the proper protection of which 
should be the paramount duty of the 
municipal authorities, 

As was stated in these columns last 
week, the first three months of 1914, 
were productive of heavier fires than 
underwriters had known for many. years, 
and unless improvement be shown 
speedily, insurance men may be forced 
to consider an advance in rates through- 
out Greater New York, action they 
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ASSETS. LIABILITIES. 

First Mortgage Loans............. $ 760,400.00 Reserve for Unearned Premiums $ 532,968.01 
Real Estate Owned................ 227,881.15 Reserve for Losses in process of 
Tax Exempt Bonds at market GEES cc siicccnsccsavesccoss 85,523.00 

REY Diateciacsbanchspdniwaenness Reserve for Taxes, Contingents 
Standard Railroad Stocks at mar- and other claims................. 32,190.03 

fee VET «aed 
Collateral Loans paw v Total Liabilities except Capital.$ 650,681.04 
Cash in Banks and Office . | ares: Py es 
Agents’ Balances—none over 90 NET SURPLUS ....... 426,215.33 

BAYS cee ecerececeteecsscreerereaces SURPLUS TO POLICY HOLD- 
Reinsurance Recoverable on Loss- DD rabisiadcaicesvedinatntesaqenecs 1,426,215.33 

_) . eee 
Accrued Interest 
fF eee ixkes 

$2,085, 

Deduct Assets not admitted...... 8,399.63 

Total Admitted Assets.......... $2,076,896. 37 $2,076,896.37 

COMPARATIVE STATEMENT. 
Dec. 31, 1911. Dec. 31, 1912 Dec. 31, 1913 

Capital 000.00 900,000.00. $1,000,000.00 
Reserve for Unearned Premiums. 155,930.94 447,026.17 968.01 
Reserve for Losses................. 14,698.97 70,312.21 $,523.00 
Reserve for Taxes and other claims vais 19,403.41 27,006.8 32,190.03 
i SD a. cuintnank baa eee bekiers tab dddusceses 251,003.86 453,809. 426,215.33 
Surplus to Policy Holders....................+. 651,003.86 1,353,809.76 1,426,215.33 
CEOES AGMNE AGGIE... .0. crccescrcccscccccecs 841,037.18 1,898,154.99 2,076,896. 37 
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NEW YORK CITY 
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would regretfully take but which the 
legic of events might compel. | 
! 
| 
| 
| 





State Fire Marshal Meyers of Mary- 
land is seeking to as-ertain the cause 
of the burning of the two large storage 
warehouses of Frederick Walpert & 
Co., of Baltimore, some days ago. 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YoRK 


Westere - Pacific Department: 
38 $0. CASALE STREET 332 PINE STREET 
Chicage, Ill. San Francisce, Calif. 














TO MAKE RATES FOR STATE 


J. He. WOODWARD MADE ACTUARY. 








Made Brilliant Record With New York 
and Connecticut State In- 
surance Departments. 





Joseph H. Woodward, auditor of the 
New York Insurance Department, has 
been appointed chief actuary of the 
State Compensation Commission at a 
salary of $6,000 a year. Mr. Woodward 
has had an_ exceptionally brilliant 
career. He is a graduate of the Shef- 
field Scientific School, New Haven, 
class of 1893. His first work was a 
daily newspaper reporter. Next he 
went with the Travelers’ Insurance 
Company in the actuarial department. 
There he attracted the attention of the 
Connecticut Insurance Department and 
was appointed Actuary. He made an 
unusually fine record at MHartford, 
auditing annual statements, examining 
companies and figuring reserves, later 
going with the New York Department 
as auditor. He is the possessor of a 
fine literary styie and has been called 
one of the best letter writers that ever 
was in the service of the State of New 
York. 

Mr. Woodward’s successor with the 
Department has not been announced 
yet. Hig first work for the Compensa- 
tion Commission will be to prepare a 
schedule of rates by June 1. Associated 
with him in this work will be Miles M. 
Dawson. 

John T. McDonough, former secre- 
tary of State of New York, and a for- 
mer Labor Commissioner, will visit 
Ohio to study the operation of the lia- 
bility and compensation situation and 
make a report to the New York State 
Compensation Commission. 





R. H. TOWNER RETURNS. 
R. H. Towner, of the Towner Rating 
Bureau has returned from a visit to 
several cities, including Chicago, At. | 
lanta and Philadelphia. Surety rate | 
conditions show improvement. } 
The report on the Towner rating 
bureau is being completed. Examiner 
Senior, of the New York Insurance 
Department, was in charge of the in- 
vestigation. 





Surety News | 


PREMIUM ON BIG CONTRACTS. 


AQUEDUCT’S TOTAL 





1S $1,106,708. | 





Barge Canal Already Reaches $400,000; | 
Thompson-Starrett Skyscraper 
Figures—Losses are Heavy. 





The Eastern Underwriter has been | 
furnished by one of the surety com-| 
panies with an interesting set of figures 
showing the premiums that have been | 
paid to date on several large bonding | 
contracts in New York State. 

The largest contract is that of the| 
Catskill Acqueduct System, which is now 
approaching completion. The total pre- 
miums received to date on this contract 
amount to $1,106,708. 

Another large contract is that of the 
Barge Canal, which has been in process 
of construction for several years. At 
the present time the operations being 
conducted on the canal will reach $78,- 
000,000, according to a report just filed. 
The premiums to date amount to nearly 
$460,000. 

$1,000,000 Bond in N. Y. Municipal 

Building. 

The Thompson-Starrett Co.’s Wool- 
worth, Equitable and Municipal Build- 
ing contracts have also been of keen 
interest to surety men. The total net 
premiums to date received on these 
three contracts amount to about $150,- 
000, the Fidelity & Deposit and the Na- 
tional Surety, getting the major por- 
tion. The Municipal Building was a 
contract let by. the city of New York 
on which they required a bond amount- 
ing to $1,000,000, in which all the surety 
companies shared. The Woolworth 
Building was a percentage job, the sub- 
contractors being required to give bords 
to the general contractor. The Fquit- 
able Building is being bonded in the 
same way. Thus, the premiums are not 
so heavy for the surety companies in 
the cases of the Woolworth and the 
Equitable Buildings. The Fidelity & 
Depesit placed the bond, dividing the 
excess with other companies. 

Losses on large contracts of this 
nature have been heavy. 





COMPENSATION IN POLITICS. 





Governor Cox, of Ohio, Defending the 
New Law, in Speech-Making 





Campaign. 
The principal issue in the Ohio 
political campaign is the Workmen's 


Compensation Act, and Governor Cox 
has been making speeches defending it. 

In speaking of the benefits of compen- 
sation he declares that litigation under 
it has diminished everywhere. One 
argument made against the new act by 
Cox’s opponents is that it limits the 
amount to be paid to the widow and 
children, while under the old regime 
they were permitted to recover $10,009. 
Gov. Cox pointed out that the defenses 
permitted to be interposed in former 
years made it rare for the wife and 
children to recover anything. 





MUTUALS IN NEW JERSEY. 


Officers of stock companies say that 
only three mutuals are operating in 
New Jersey under the compensation 
act of that State. The most successful 
is the Massachusetts company. It has 
about 150 members. 





Home Office - - 





American Fidelity Company 
Assets $1,442,660 
Fidelity and Surety Bonds 


New and attractive forms of 


Accident, Health and Burglary Policies 


This Company is not a party to any agreement for control of rates 


AGENTS WANTED IN SMALL TOWNS 
MONTPELIER, VERMONT 








CLEVELAND COMPANY FAILS 


BANKERS GUARANTY & CASUALTY. 








Organized in 1910—Floated Much of Its 
Stock—Has Written No 
Business. 





Cleveland, O., April 14.—At a meeting 
of the directors of the Bankers Guar- 
anty & Casualty Company it was de- 
cided to make an application in Com- 
mon Pleas Court for a receiver to effect 
a dissolution of the organization. 


In the summer of 1910 promoters 
launched in this city the Bank De- 
pcsitors Guaranty Company, with an 
Arizona charter, proposed capital stock 
of $6,000,000, 60,000 shares, par value 
$100 each, 40,000 to be preferred stock 
and 20,000 common stock. This con- 
cern was to be a holding company. M. 
Lyman Lawrence was president; and 
Henry P. Angel, secretary. 


Takes Over Holding Company. 


At the same time there was organized 
by the same promoters the Bankers 
Guaranty & Casualty Company, with a 
capital stock of $500,000, proposing to 
write all forms of insurance, excluding 
life and fire. In the course of time the 
Bank Depositors Guaranty Company 
was taken over by the Bankers Guaran- 
ty & Casualty Company and W. M. 
Carlisle became president and Henry P. 
Angel secretary. 

In 1913 the Bankers Guaranty & 
Casualty Company was dominated by 
George R. McKay as general counsel, 
R. K. Pelton as treasurer, and John 
Huntington as president. An effort was 
made to organize the Ohio Casualty Com- 
pany into which the remaining assets 
of the Bankers Guaranty & Casualty 
Company were to be switched. This 
plan failed and a deal was entered into 
with the promoters of the Universal 
Life Insurance Company to turn the as- 
sets over to the Pioneer Life Insurance 
Company, of Kansas City, and take in 
lieu thereof stock in the Pioneer Life. 


~ 


Later, Jchn Albert Stevenson, W. S. 
Tupper and Milton Koblitz sought to 


control the annual meeting of the 
Pioneer Life by voting $72,000 of 
Pioneer Life stock, an over-issue, to 


ecver the assets of the Bankers Guar- 
anty & Casualty. At the annual meet- 
ing of the Pioneer Life in January Tup- 
per, Stevenson and Koblitz were ousted, 
and the Pioneer officers repudiated the 
Bankers Guaranty & Casualty deal. 
The over-issue of Pioneer stock was can- 
ceVed and the securities belonging to 
‘he st-ckholders of the Bankers were 
returned by the Universal Life to their 
original owners. 





By an Eastern Surety Company, 


department. 
full experience and references. 





WANTED 


territory; also experienced underwriter to assist in judicial 
Good opening for right men 


BOX No. 99 


Care of The Eastern Underwriter 


special agent for development of 


In answering, give 


105 William Street, New York, N. Y. 








R,. K. Pelton Receiver. 

Manager Russell K. Pelton was ap- 
pointed receiver for the Bankers by 
Judge T. M. Kennedy. His bond was 
fixed at $75,000. The assets of the Com- 
pany are given as $72,140 with no un- 
secured liabilities. Attorney George B. 
McKay, representing officers of the 
Bankers, estimates that the stockholders 
will receive at least $21 for every $25 
paid in. He stated that the securities 
and other assets had been disposed of, 
and that the money is in the bank. The 
Company had not begun writing busi- 
ness. 

A statement of the Bankers Guaranty 
& Casualty Company by its general 
counsel shows the following figures: 
Cash Receipts and Subscription Notes. 

Subscribed and paid for $138,937; sub- 
scribed and notes given for $124,162; 
total subscriptions, $263,100. Premiums 
on subscriptions above par, $91,587.13; 
interest earnings, $6,405; total, $361,- 
092.52. 

Disbursements. 

Management and incorporate expense, 
$16,995.74; commission on sale of stock, 
$40,710.56; total, $303,386.22. 

Assets. 

Cash in bank, $33,321.82; stocks and 
bonds, $32,055.40; mortgage loans, $18,- 
375; collateral loans, $25,000; subscrip- 
tion notes due and payable, $70,471.50; 
subscription notes not due, $124,162.50; 
total invested and contingent assets, 
$303,386.22. 





WISCONSIN COMPENSATION. 


A report on the operation of the Wis- 
consin compensation act has been made 
public by C. H. Crownhart, chairman 
of the Industrial Commission of that 
State. He says: 

“In January, 1914, compensation was 
paid injured workmen on the basis of 
$900,000 a year. The cost of administer- 
ing the law during that month was on 
the basis of less than $12,000 a year. 
To compare the old system with the 
new, we have, in 1910 a cost of $450,000 
to carry $150.000 to the injured work- 
men; in 1914 the injured workmen will 
receive $900,000 and the administration 
cost will be less than $12,000. This 
represents the enormous waste under 
the old svstem but it does not repre- 


sent all the waste. The cost to the 
counties for court expense and inci- 
dental expenses was very large. The 


circuit court expense increased 102 per 
cent. during the last ten years, and the 
supreme court expense increased 119 
ner cent. The increased cost of courts 
came almost entirely through the iIn- 
creased cest of personal injury litiga- 
tion.” 





HAZARD TOO GREAT. 

Unable to “break even” on Iiability 
business located in that section of New 
York city east of Broadway and south 
of 42nd street, the Fidelity and Cas- 
ualty Company has cancelled all such 
risks upon its books, and refuses to con- 
sider further applications. 





In appreciation of good work per- 
formed as head of its claim department 
for some months past, the Zurich Gen- 
eral Accident & Liability has appointed 
John A. Diemand superintendent of 
agencies. 








18 





THE EASTERN 








UNDERWRITER April 16, 1914, 

















REDUCES ITS CAPITAL STOCK 


AMERICAN ASSURANCE CO. ACTS. 








Company Has Surplus of $25,000—Writ- 
ings for First Three Months of 
1 





The capital stock of the American 
Assurance Company, of Philadelphia, 
has been reduced from $350,000 to 
$300,000 by a vote of 25,229 in favor 
of the reduction, out of 35,000 and only 
one vote of ten shares against it. 

The American Corporation has also 
paid the note of $23,427, which was 
given to the American Assurance Com- 
pany, and not allowed by the insur- 
ance examiners. By this payment the 
American Assurance Company, there 
fore, has practically a surplus of $25,- 
600, as of December 31, 1913. 

Statement by President Koch. 

Reinhold R. Koch, president of the 

American Assurance Company, says: 

We did not lose a single one of 
our agents on account of the 
attack made upon us, and our pre- 
mium income was as follows for 


this year: 
January $40,058 
February 43,818 
March 45,266 


I think that this record speaks 
for itself. 





ACCIDENT REINSURANCE. 





German Commercial Taken by Pacific 
Mutual—H. B. Meininger Was 
General Manager. 





The German Commercial Accident 
Company of Philadelphia has reinsured 
all its business in the Pacific Mutual 
Life Insurance Company of California. 

Horace B. Meininger, who organized 
the German Commercial six years ago 
and who was also the secretary and 
general manager of its predecessor, the 
Commercial Mutual Accident Company 
has been identified with the same in- 
terests for upward of 21 years. He has 
been Librarian of the International 
Association of Casualty and Surety 
Underwriters since the establishment 
of that office and has given particular 
attention to the study and sale of 
limied accident and health policies. If 
he decides not to again associate him- 
self in an official capacity with a com- 
pany, he is planning. to enter the insur- 
ance brokerage business and handle in 
conjunction a special limited policy 
issued by one of the larger and well 
known companies. 


CALLS ACT UNCONSTITUTIONAL. 





C. Stuart Cavanagh Makes Speech 
Covering Many Points in Work- 
men’s Compensation Law. 





In a speech on the Workmen’s Com- 
pensation Law of New York State, C. 
Stuart Cavanagh, a Brooklyn agent, on 
Monday declared that in his opinion the 
act is unconstitutional. 

“I do not believe that this particular 
feature of the law will prove constitu- 
tional,” he said. “I do not believe that 
they have the right to say that a per- 
son cannot maintain a suit for injuries 
even though the employer is insured in 
the State fund. 

‘““Another feature in this State fund 
is the fact that there is no provision in 
the event of an injured employe bring- 
ing suit against an employer that the 
State will defend the action for the 
employer, and in the event of a judg- 
ment pay the judgment up to certain 
limits. In the long run, I believe that 
financially this law will prove a benefit 
to the employer, and I have worked out 
several examples for payment of in- 
juries at the rates quoted in the law 
and have taken as a basis an average 
weekly wage of $25. I find that for 
the loss of a hand, an injured employe 
will collect $4,065.04; an arm, $5,097.92; 


a foot, $3,412.30; a leg, $4,798.08; an 


eye, $2,132.48; a thumb, $900; first 
finger, $600; second finger, $450; third 
finger, $375; fourth finger, $225; great 
toe, $570; any of the other toes, 240. 

“If you can call to mind at the pres- 
ent time any damage suits for the loss 
of any of the particular members men- 
tioned above, you will undoubtedly 
find that verdicts were returned by 
juries for considerably larger amounts. 
Il know that only a few days ago, in 
speaking to one of our fellow members, 
who is connected with the Law Depart- 
ment of one of our largest liability 
companies, he informed me of a recent 
verdict which had come to his atten- 
tion. The liability company which was 
defending this action admitted the in- 
jury and admitted the negligence of 
their assured and had therefore ad- 
mitted that it was only a question of 
the jury setting the amount of damages. 
The damage sued for was on account 
of a broken leg. The jury brought in 
a verdict of $12,000.” 





HART A COMPANY OFFICIAL. 





Well Known Underwriter Elected Sec- 
retary of Florida Fire and 
Casualty. 





At the recently held annual meeting 
of the Florida Fire and Casualty Insur- 
ance Company of Jacksonville, Gerald 
E. Hart, widely known to casualty un- 
derwriters of the country, was elected 
secretary and general manager of the 
Company. He had been in its service 
for several years, and the advancement 
accorded him was in recognition of effi- 
cient service. 

Other officers chosen at the same 
time were: President, C. H. Barnes; 
vice-president and treasurer, Henry 
Gaillard; second vice-president, Charles 
Blum, and third vice-president W. S. 
Hart. 





AMEND COMPENSATION BILL. 





Penalty for Employer Who Does Not 
Comply With Law—Increases 
Coverage Also. 





An important amendment to the 
Workmen’s Compensation Bill has been 
passed by the present legislature and 
approved by Gov. Glynn. 

Its most important provision relates 
‘o a change in the penalty for failure 
on the part of an employer to comply 
with the law from $1 a day for every 
employe to an amount equal to the pro 
rata premium which would have been 
payable in the State Fund for the period 
ef non-compliance, 





, BUSI NESS=BUILDERS 


DEVELOPING 


+ Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE———— 


Hassachusetts Bonding «Insurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $1,000,000 Write For Territory 
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Union Casualty Insurance Co. 





HOME OFFICE, Union Casualty Building - - PHILADELPHIA, PA. 
COMPARATIVE STATEMENT 
ASSETS INCOME LOSSES 
Ce Se GO sontenscceqessces, «IE DIOR vncsccscidloesens, dene 
BI bnves0srnieedeces MEE SD ainscsvcectecdese «EEE HEED cncecastacwceccus $6,624 
FR ER Pee SAT, SID TOIT ...ccceccccccceee BORGO IGE ......cccccccceee 41,579 
CD (nnanes tbr iweteoes GO TFED ncccccccccccccccs «SERGIO BRED cccccccecccevcese 99,568 
BU canceusecswcaties® ip ea = =f eae 134,272 
Automob'le, Liability, Collision, Property Damage, Employers’ 


Liability, Workingmen’s Compensation, Teams, Elevator. 








The Frankfort General Insurance Co. 


of Frankfort-On-The-Main, Germany 
ESTABLISHED 1865—— 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 
C. H. FRANKLIN, U. S. Mgr. and Attorney JNO. M. SMITH, Sec. U. S. Branch 
INSURANCES TRANSACTED 





LIABILITY— Burglary 
Employers General Vessel Owners Workmen’s Collective 
Public Landlords Contingc at Individual Accident & He Ith 
Teams Elevator Druggists & Physicians ladustrial Ac i ent & Healih 


AGENTS WANTED FOR UNOCCUPIED TER?ITORY 








C. A. CRAIG, President W, R. WILLS, Vice-Pres. (. R. CLEMENTS, Sec, & Treas. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 














In addition, the new bill takes in em- | 
ployes of the State and cities who had 


not been included in the original bill, 
and it increases from ten to fifteen per 
cent. of the amount of the wages of the 
person killed which is payable to a sur- 
viving child under the age of eighteen 
In the case cf State and citv emvloves 
nensions when paid will be deducted 
from the death benefits. 





UNIFORM ACCIDENT POLICY. 

Attorneys charged with drafting a 
uniform accident policy having been 
unable to complete the task by Tues- 
dav, the meeting of company managers 
called to consider the matter on that 
date was postponed indefinitely. 





JERSEY APPOINTMENTS. 


ACCIDENT — LIABILITY 
E. Emo East Orange; 


NEW 
AETNA 
COMPANY, > 
Helen I. Neidlinger, East renege. 
AMERICAN CASUALTY COMPANY, R. 
F. Ratigan, Bordentown; D. A. Stout, Bur- 
lington 
FIDEL ITY AND ee COMPANY 
Frederick Bugasch, 7 
GLOBE INDEMN Sire ° OMPANY 
Theodore A. Weed, New York. 
@REAT EASTERN — COM 
PANY, Paul Q. Smith, Pittstow 
INSURANCE " COMPANY 

. Needles, 


ORTH AMERICAN’ Kecipent INSUR 
NCE COMPANY, ge W. Geist, Califon: 


Daniel W. Hill, Jerse ity. 
PACIFIC COAST eXsun TY COMPANY 


William Schmidt, Newark; L. Roy Weaver. 
Madison. 

TRAVELERS INDEMNITY COMPANY 
FE. Sayers & J. W. Wall, Rahway. 
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PRESIDENT 





Mutual Insurance Corporation, Utica, N 


North AMERICAN AcciDENT INSURANCE (0 


EXTENT OF LIABILITY. 
anager of the Utica 








John L. Train, 





Y., denies the statement that the lia- 
bility of an employer who insures in a 
mutual company, under the New York 
compensation Act, may extend for forty. 
or fifty years. 


PAY INJURED POLICEMAN. 


One of the accident companies has 
received the following claim: 

The assured (a woman) under an 
automobile policy, invited another 
woman to go for a drive. The auto- 
mobile ran into a street car, injuring 
the guest, and, also, a policeman who 
wag standing on the platform of the 
trolley car. The company paid for the 
injuries sustained by the policeman, 





The World Casualty Company has 
appointed George L. Heron, of New 
York, as manager of the Limited Acci- 
dent Department for New York, Ver- 
mont, Rhode Island and New Jersey. 














a 


“—s S 








THE EASTERN UNDERWRITER i9 





April 16, 1914. 




















One of the most suc- 
Two Ways of cessful general agents 
Writing in New York has re- 
Accident ceived a large amount 
of business from two 
men who a year ago had never written 
an accident insurance policy. One was 
a doctor; the other a life insurance so- 
licitor. The doctor was told to make 
it a point to call upon twenty men every 
day, and as he had sticking power he 
forced himself to do this despite re- 
peated rebuffs. With such persistence 
he could not help meeting with some 
success and as his experience grew he 
made his twenty calls count for some- 
thing. The life insurance solicitor found 
that many agents in his own office did 
not carry accident, and in one day he 
wrote $200 in premiums, insuring men 
at desks in the same room. 
© — 


Probably no two men 


Goal Pian follow exactly the same 
of Soliciting methods in procuring 
Applications business. No one man’s 


way is the best—except 
for that one man, says the Standard 
“Bulletin,” published by the Standard 
Accident Insurance Company. But al- 
most every man who makes any pro- 
nounced success of our business finds 
that it a distinct advantage to have 
some mark set before him whereby he 
expects to accomplish a given amount 
of work within a certan time. It gets 
him away from the hap-hazard aimless- 
ness and gives a definiteness to what 
he does. 

“One of the most successful agents 
sets a certain number of applications 
as his requirement each month to be 
written before the 21st. He realizes 
that before that date comes the hardest 
full for new business. After then it is 
comparatively more easy. He figures to 
make his monthly requirement during 
the “hard” time of the month. What 
comes later is “extra.”” The result is, 
he averages a steady consistent pro- 
duction for every week of the month. 
That man’s income—he does nothing 
else—would be a revelation to many 
business and professional men as well 
as to some of our own representatives. 

“Some men have a certain weekly al- 
lotment which they aim to cover in the 
first three days—taking the balance of 
the week to get beyond it. Others base 
their goal on the number of serious 
calls made on prospects. Still others 
figure on a certain amount of premiums. 
Whatever the goal is, it is a most com- 
mendable plan to work under. Let a 
man make a resolution to accomplish 
something, and his sense of honor to 
himself places him under a moral obli- 
gation to live up to it.” 

a * * 


The Preferred Accident 


Duties of Insurance Company gives 
Insurance the following advice to 
Agents agents: 


There are certain fundamental 
principles upon which this being 
true are founded—principles that 
are unchangeable and everlasting. 
One of these is to know—know what 
you are offering, know what kind 
of goods you are dealing in, not 
try to sell a policy because issuing 
company says it is superior to 
others, not try to sell it because of 
some apparently favorable features 
it looks as if it would be easy to 
sell, but sell it because you know, 
because you have examined, found 
out and satisfied yourself that it is 
the best—best for your prospect, the 
best to sell him. 

Not what an agent believes but 
what he knows, begets a confidence 
in himself that enables him to be 
impressive and persuasive. 

Another principle is to do what 
is right because it is right. This 
means not sell his prospect a policy 
because it pays the largest com- 
mission, hence is seemingly the 
Most profitable, but sell the policy 








that meets the most fully the needs 
and requirements of his prospect re- 
gardless of the selfish consideration 
of personal gain. 

Another principle is to love his 
work, not consider is as merely a 
means of livelihood, but to love it 
because it is an open doorway for 
doing good to his fellowmen, be- | 
cause it lifts him above the narrow, | 
sordid limits of mere commercial- 
ism and puts him on a plane with 
those who benefit and aid mankind. 

An insurance agent who is true, 
true to himself, true to duty is en- 
titled to the highest commendation. | 
The end of the matter is to know | 
what is true, to know what is right, 
and to love his duty. The work is 
noble and uplifting, and the agent 
who is true will ever find his career 
one of honor and his pathway one | 
of real prosperity. | 

* . ” | 


| 
Special Talks With Local Agents | 


The best way on earth | 


A Good Way to spoil an insurance | 
To Spoil agent is to sympathize | 
An Agent with him on account of | 


his small production, | 


says the “Agents Record,” published by | 
the United States Health & Accident 
Company. Such agents don’t need sym- 
pathy—what they need is “gunpowder.” 
When an agent gets the idea in his 
head that other agents have easier sail- 
ing than he has, it’s time for some one 
to take him for a walk around the block 
and give him a few injections of “high 
test” gasoline. What he needs is a good 
jar to bring him to his senses and 
start him out anew with a realization 
of the fact that the only reason on 
earth why other agents are beating him 
out is because they are working harder 
and complaining less, and not because 
they haven’t as great obstacles to con- 
tend with. 

There isn’t an insurance agent in the 
United States but who sometimes thinks 
that his territory is “worked to death” 
and that all the other insurance com- 
panies in the country are concentrating 
their efforts on his particular “baili- 
wick.” As a matter of fact, not one 
agent in a hundred is offered any busi- 
ness-getting opportunities which are not | 
equally open to all other agents of equal 
capacity and ability. An opportunity 
is of no value unless it is worked and | 
it’s a perfectly safe bet that the busi- 
ness-producing agents are working 
every opportunity for all it is worth and 
that the little fellows have no one to 
blame for their “littleness” but them- 
selves. The laws of compensation are! 
just and equitable. As a rule nature 
bestows her reward upon the man who 
really earns it and rarely withholds it) 
from a deserving aspirant. 





INCREASED COMPENSATION. 
| 





New Massachusetts Bill Gives Larger 
Indemnities to Injured 
Workmen. 





Under the terms of a new workmen’s 
compensation bill agreed upon by the 
Joint Judiciary Committee of the Massa- 
chusetts Legislature, the compensation 
to injured workment is increased from 
50 per cent. of his wage to 66 2-3 per 
cent. The revised measure also pro- 
vides for a substantial increase in the 
period of benefits, while the total claim 
allowed is advanced from $3,009 to 
$4,000. 





CANCEL HAZARDOUS RISK. 

Following the series of accidents that 
have occured at the Equitable building, 
now in process of erection at Broadway 
and Cedar streets, New York city, the 
Maryland Casualty Company has can- 
celled its liability policy held by the 
Thompson-Starrett Company, contrac- 
tors for the building. 








Georgia Life Insurance Company 
MACON, GEORGIA 
W. E. SMALL President 


A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance: 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 








WHAT YOU DESIRE IS COMING TO YOU 


No ‘‘ifs’’ ‘‘ands’’ or ‘‘buts’’ the 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 

DESIRE AND WHAT YOU CAN SELL 
GET NEXT! 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 














APPOINT CARL L. BROWN. 


Carl L. Brown has been appointed 
examiner of claims of the Fidelity and 
Casualty Company’s Department of 
South Carolina, Georgia, Florida and 
Alabama, succeeding Geurge B. Schley. 
Mr. Brown goes to Atlanta from the 
home office in New York. He is a 
lawyer, well-equipped and experienced 
in his work. 


GEORGE J. KUEBLER 
Attorney - at - Law 


EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


oo a Specialty 
All accident and health business had 
in Pennsylvania by the American Acci- 
dent Company has been reinsured in 
the American Liability Company of 


Cincinnati. 


“as References on Application <a. 


Suite 720-29 So. LaSalle St. ,Chicago, til. 


TELEPHONES: Randolph 6816 and 6817 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
Premiums Written in 1913 - $3,997,131.58 
The Very Best Policies at Reasonable Prices, With Large Asséts Behind Them 


CCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —Teams— Burglary —Workmen’s 
i: 33 Indemnity—Etc., Etc. es F 


C. NORIE-MILLER, United States Manager 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


PERSONAL accipenr POLICIES 


AND HEALTH 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Bec 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 





CHICAGO Resident Manager 
anette 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Liability, Accident, ; oe — = nate Co. 
Burglary, Boiler and ae ; Resident te 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 














THE EASTERN UNDERWRITER 


April 16, 1914. 











“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 

While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of {all Iclasses 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 


Life Assurance Society 


of the United States 
165 Broadway, New York 
W. A. DAY, President 


(REQUART FIRE ExTiNGursaEA 


TS? all Lg 
ecmetionen 


IS the most efficient extinguisher of 
gasoline fires, and fires in highly 
‘svactowsel| inflammable materials. 
| It is the logical and only practical ex- 
tinguisher for equipment of automobiles, 
on which it secures for the owner a 15% 
reduction in insurance rate. 


i It is ideally suited for,motor boat pro- 
tection, since Pyrene gas, the extin- 
guishing agent, gets under the belge 
boards and reaches the seemingly 
inaccessible fire. Pyrene is 
approved by the United States 

Steam Boat Inspection 





Brass and Nickel-plated Pyrene Fire Extinguishers are the only one-quart 
fire extinguishers included in the list of approved Fire ew issued 








by the National Board of Fire Underwriters. 











Reserve Loan Life 


INDIANAPOLIS, INDIANA 
General Agents Wanted for Territory in Pennsylvania 


Address a 
. ger eh * Secretary 


| Pyrene Manufacturing Co., 1358 ae sey New York 


Alton Buffalo Detroit” now, Orleans 
Anderson, 8.C. Chicago Duluth olk 
Atlanta Cincinnati Jacksonville Oklahoma City 
Baltimore Cleveland Leuisville hoenix 
Birmingham Dayton Memphis Philadelphia 
Denver Milwaukee Pittsburgh 


. Paul 
Salt Lake City 
San Antonio 
York, Neb. 


| PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Ange’ 
| Seattle. Distributors for Great Britain and the Continent: The Pyrene Co., Ltd., 19-21 Stent 
' Queen St., London, W.C. CANADIAN DISTRIBUTORS: May-Oatway Fire Alarms, Ltd., 


Winnipeg, "Vanco ouver, Toronto. 




















IN FACT, AS WELL AS IN NAME 


STATE MUTUAL ure insurance company 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 
Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


Uy interested. take KB. UTTER, Agency Manager, nowe Georgia 


the matter up with 








Bankers Life Company 


DES MOINES, IOWA 


ORGANIZED 1879 


Insurance Issued and Restored 1913 (Paid-for) 
$60,907,000.00 


Increase in Admitted Assets For Year 


$2,630,411.43 


ERNEST E. CLARK 


President 











San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds large'y supplied by h2ad 
office in Liverpool 


U. $. Cash Assets, Dee. 31, 1913 $14,261,648.20 
Surplus, ~ + = +» 4,629,018.15 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 — 1,051,543.00 





Liverpool 

mo Fondon 
amr Globe 
Insurance Co. 


——— | 
Over $137,000,000.00 


Losses Paid in the United States 





HENRY W. EATON, MANAGER 


G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEw YORK OFFICE 
80 William St. 


CIMICED 

















